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Ob what 4 lovely way 
to step into Spring -++ 
Blossom-fresh styling 
so flattering * 
your slim, trim ankles.-- 
Such glove- fit comfort 
.. - like walking on 4 cloud! 
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to produce beautiful footwear. 
That’s why TANDRITE is A 
seen in the smartest shops in 
the nation. Fashion excitement 
is born and bred in the quality, 


beauty, color and finish of 


2 TANDRITE CALE 
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Sling back pump with the new 
shorter wall toe. 19/8 heel. By 


MOULTON-BARTLEY 
INCORPORATED 

ST. LOUIS, MO. 

Tandrite Calf, 

Color No. 313 
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Attract the Carriage Trade 
with 







AND PARENTS’ 
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SHOES FOR CHILDREN 


Mothers love their own Vitality Shoes — and naturally, 
want the same fine quality for their youngsters. That's 
why distinctive, new, full color, national ads remind 
mothers everywhere that “Vitality Shoes are Twice as Smart 
for Children, Too.“ This mother-and-child appeal, backed 
by the smartest quality line of children’s shoes in America, 
makes it doubly easy for you to attract the “Carriage Trade.” 
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VITAPOISE FEATURE SHOES FOR CHILDREN 


Made by eSmerica’s Sargest Shoemakers 


> ADVERTISED \ GOOD HOUSEKEEPING 










VITALITY SHOE COMPANY + DIVISION OF INTERNATIONAL SHOE COMPANY «+ ST. LOUIS 3, MO. 
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Holland-Racine Dealers 
place a high value on their inde- NATIONALLY A 


to eye on the importance of this 
| independence, we seek at all times 

to strengthen it, never to compete 
with it, through company stores. 


Three compre 
+ pe ~~ t dealers = rofes 


| HOLLAND-RACINE SHOES 








Independence Is A Wonderful Thing! 


| PRODUCTS Ma Me ~g 3 } lr iy Adverts ro }, Resarereeet © “—_~ ¥- ONLY. 
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pendence and so do we. Seeingeye = Bos T - COLLIER'’S - LIBERTY « ESQUIRE 





sold only 
~ } - nds at shoe fitting; tJ assurance 


HOLLAND 
y INC. micHIGAN 
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you remember that it’s going to be 
the buying public’s market in 1947 


more than that of retail buyers! 











you remember that millions of women 





in all price groups always want 


white kid shoes when the weather gets warm. 


you remember the dependable saleability 
of LEVOR’S “WHITEST WHITES” 
when you think of white. 


if you order your white LEVOR kid shoes 
in time to have enough of them when the 


buying public wants to get fitted. 


high in quality through specialization— 


priced right through constant, volume 





production and close supervision. 


G. LEVOR « CO., INC. 


. 





; over 70 years:of tanning “know-how” Ss 
ate 


* GLOVERSVILLE, NEW YORK 


“Let Freedom Ring’ , é 


& 


For some years one of the most often used expressions 
has been “due to shortage of materials." And nowhere has 
it been more applicable than in the shoe and leather business. 


Now, with the restoration of free markets, there is light 


ahead. 


We believe that, as markets become stabilized, more and 
more suitable hides will be available and eventually you will 


be able to get all the famous ROCK OAK brand sole leather 
you need. 


In the meantime shoes must have soles and you will want 
the best quality obtainable. So bear in mind that American 
Oak's superb tanning technique makes any sole a better sole. 
In fact, any sole tanned the American way makes any shoe a 


better shoe. 


THE AMERICAN OAK LEATHER COMPANY 


CINCINNATI CHICAGO 
ST. LOUIS BOSTON 
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ON WITH THE 


@ 1947 is full of promise for the shoe 
business. We at Walk-Over feel that 
when the smoke of decontrol clears 
away, we shall all be on solid ground. 
Once more, Walk-Over’s fine quality. 
high style shoes will be sold, shipped 
and merchandised on a definite cal- 
endar. With increased production we 
can look forward to healthy, steady 
business for everyone—so, let’s greet 
this significant year with a warm 


spirit of optimism. 


OFF WITH THE OLD_ 


Ulla, Goes 


New York Sales Rooms 
Marbridge Building—822 and 906 





Geo. E. Keith Company 
Brockton 63, Mass. 












DESIGNED FOR EVERY NEEL PURPOSE 


FOR THE STYLE CONS 
Fashion styles, lightweight, <olertul corte? fit. 


FOR CAREFREE JUVENILE FEET 
Practical foot coverage for all weather. Full dadeapessc and 


long wear. 


FOR THE BUSINESS MAN 


Lightweight, fit, and service. 


FOR THE SPORTSMAN 
The best in wear and comfort. 


FOR THE WORKER 
Rugged, heavy duty, honest value footwear. 


IF YOU WANT THE BEST, WAIT FOR YOUR 
TOP NOTCH SALES REPRESENTATIVE. 


BEACON FALLS 


BEACON FALLS, CONNECTICUT 





111 NORTH CANAL STREET 209 NORTH FOURTH STREET 191 HUDSON STREET 
CHICAGO, ILL. MINNEAPOLIS, MINN. : NEW YORK, N.Y. 
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Skiing is a tough sport . . . tough on ski 
boot lacing fittings, too. The WM Ski 












SKI BOOT Boot Telescopic Eyelet, designed specially 
T b LE s C 0 p | C for ski boots, takes the great strain of ’ 
i EYELET record breaking jumps or cross-country | 
, skiing. It gives maximum strength where 


it is most essential for lasting service. It 





improves appearance because there are no 


CROSS SECTION DIAGRAM rough inside surfaces. Prompt shipments 


SHOWING STRENGTH OF SETTING ‘ 
on all standard sizes. 





UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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LEATHER 1S BEING BOUGHT 
BY NAME AGAIN 


in PATENT, 













It’s no longer a matter of 
getting only quantity but 
using the finest quality 

in your grade-- 





-this is additionally true 
with the return of closed 
shoes, which makes top 

tannage doubly valuable. 


SETON 


SETON LEATHER CO. y ‘ 
apie ts the name Yor ine palent Cealher 
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HES ON His Way! 


. . . with the new 1947 
Hood Rubber Footwear line. 


Just wait til you see him! 


HOOD RUBBER CO., a Division of The B. F. Goodrich Co., Watertown, Mass. 
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A BEFORE and AF TER story 


made possible by 


BEFORE PRODUCTION A master fitting 


to a run of lasts is the first step in United 


shank making. 


PRODUCTION STARTS as the bend and form of the 


original fitting is transformed by machine to thousands of identical units 


AFTER VITA-TEMPERING the shanks are tough... hard. . 


uniform — direct results of modern heat treating and close regulation by 


“a Fiml | — 
highly developed controls. mas) 0) Checked with the lasts, VITA- 
——_ 


TEMPERED Shanks fit like the precision-made master models. 








That is why VITA-TEMPERED STEEL Shanks 
help shoe manufacturers obtain an even, bal- 
anced tread in every pair of 


finished shoes. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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Coctan CAG 


is the leather that sells your shoes 
when the Smart Set does the choosin g 


Shoes fashioned from Cretan Calf have a 
special appeal to those who must live up to a 
reputation for smart appearance. 

Long a favorite material with custom 
shoemakers, this vegetable tannage has a rich, 
mellow look that conveys an impression 
of innate quality. Its aristocratic beauty 
is further enhanced by the effects of clean 
pinking and punching. 

The elegance of this lustrous but unglazed 
leather makes that all-important first 
impression at the fitting stool, Then your 
customers become completely sold by 
its comfortable softness — softness that lasts 
throughout the life of the shoe, in spite 
of repeated wettings and dryings. 

For prestige and profits, feature famous 
Gallun leathers. Check the Gallun numbers 
when placing your orders with leading 
manufacturers. A. F. Gallun & Sons Corporation, 
Tanners, Milwaukee. Wisconsin 
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Venus 
“FAITH IN THE FUTURE” 


LIKE 
Vewuas WAITY 


Changing condttioné in slipper selling and 
the readjustments they necessitate have made 
QUALITY more important than ever before. 
Because we have the greatest confidence in 
the future of QUALITY slippers and because 
we know that in slipper making, as in all shoe 
making, QUALITY starts with the wood—after 
careful planning of many months duration— 
we have been able to purchase a complete 
new stock of lasts designed by Sterling Last 
Corporation, expressly for Venus. These lasts, 
in sizes from 4 to 10, E widths, incorporate 
features never seen in slipper lasts before. In 


1947 Venus slippers will be as fine as the lasts 
over which they are made. 


598 Broadway New York 12, N. Y. 
Ernest C. Ekonomon, PRES. 
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#5706 


WING TIP, made 
of top grade Kip, 

NO-MARK Soles. 
Rubber Heel, All 
Sheep Quarter lined. 
6 to 10 and 7 to Il, 
D width only. 


#5711 as above, Brown 
Scotch Grain. 


#5718 as above, in 
Leather Soles — 


Brown Scotch 
Grain. 
: per pair 


Leather Soles $5.50 per pair 
Packed 12 Pairs to the Case 


* All with Grain Leather In- 
nersoles and Steel Shanks 


* All with Right and Left 
Counters 


* IN STOCK For Immediate 
Delivery 


WE WILL FILL IN SIZES 


Boost your soles with “best-seller” STURDILINES. STURDI- 
LINES give you the sturdy construction and on-the-toes | 
styling your customers expect only in high priced shoes. 


#5703 BLACK DRESS SHOE, made of top grade Kip. 
English Toe. NO-MARK Soles. All Sheep Quar- 
ter Lined. 6 to 10 and 7 to 11. 


#5702 Brown Kip Leather Soles. 
#5714 Brown Kip Leather Soles. 
#5715 Black Kip Leather Soles. 


#5707 BROWN MOCCASIN, STITCHED VAMP. Bar 
Sport Soles. Leather Quarter Lined. 


#4702 Brown ELK, as above, unlined. 


ACME SHOE CO., ING. “oes 
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we know the retailer is... and the consumer is 
. . - but are YOU ready for CLOSED TOES! 











by you we mean those shoemakers who have 
been wholly or largely making open toe 
shoes for several seasons. 





Perhaps you’re one of the many who fon 
saw the current demand for closed toes and 
you're ready for action with bins full of 
smart closed toe lasts. Perhaps even now 
you’re cutting closed toe uppers. Don’t wait 
until you’re ready to last shoes before 
learning all you'll need to know about box 
toes — not only the types required and how 


Gpatatind i best to use them — but when you can be 
DOR SAY ayd SLING supplied. Not all box toes are readily avail. 
wn A\ wea Tei “7 able. Neither are all types of equipment. 


X Get your Beckwith agent’s recommendations 


ce 
f ible in adve f production. 
EB 1 GS isi T H 4 EB AR as far as possible in advance of production 


ae 
as 


BOX TOES 


BECKWITH MANUFACTURING COMPANY 
Dover, New Hampshire 

















Subsidiaries Agents 
Anpen-Rarsuive Company Warcnt Cunman Compant 
Watertown, Massachusetts St. Louis, Missouri 


Becxwirs Mrc. Co., Lro. C. J. Susans, INCORPORATED 
Sherbrooke, Quebec, Canada Milwaukee, Wisconsin 


Bacawrre Mrc. Co. or Wisconsin Tue Geo. A. Srnincnnms Ceo. 
Milwaukee, Wisconsin Cincinnati, Obie 
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PLATFORM 
UPPER CEMENTING COVER CEMENTING LIP CEMENTING 


a 


~ 


BE TEX, latex type and BEBE BOND, solvent type, synthetic rubber 
cements newt been developed with one objective in mind — to meet the 
requirem nis of shoe manufacturers fore ficient general shoemaking cements. 
There is a Ggment for each adhesive « shi : = every type of shoe. 


The peteemanelll n Ss cetsinamichee Si:erencalelil nsive 
research with the beaiy available: materials. This is =k ee = 
by thorough testing and refesi 19 in factory production before ony —_ ‘ 
cement is included in the lind4fhe continuation of a high stand- ©] ee 


<. 


ard of performance is assured by ocr ry control and constant B 
attention to variable shoe industry Ojggating conditions. | 
In the BE BE BOND line a limited Siqmiber of crude rubber 
cements are now available. Your United ese mntative will be 
glad to assist you in determining the most advdRjageous uses for 


your allocation of crude rubber. a 


Eee ae 
wy - 4 


BOTTOM CEMENTING SOLE CEMENTING PLATFORM CEMENTING 


Products of B. B. CHEMICAL COMPANY, Cambridge and South Middleton, Mast — 
Distributed by UNITED SHOE MACHINERY CORPORATION, Boston, Massachusetts © 
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As featured in full color in the February issues of Mademoiselle-Seventeen, March issues of Miss America—Calling All Girls—and other national magazines 


As Be 














5.95 — 8.95 





ifty years in the shoe business 

will a philosopher out of any man 

. . . 80 it is easy for us to smile and 

face 1947 with confidence, as we send you 
greetings. We went thru the “adjustments” 
after World War lL. They were a lot 

tougher than anything we see in the picture 
today. Manufacturers and retailers are in 

far better shape to ride out the storms in 

the wake of World War II. Inventories are 
very low, demand is way in excess of supply, 


BELOIT, 


Freeman Shoe Coypotalion 


WISCONSIN 





reeman 


money is “easy” . . . and in the entire industry 
— from packer to retailer — there is a 
sincere desire to keep prices in hand. 

New millions of consumers have become 
buyers of better grade shoes. In this trend 
toward higher quality, is the promise 

of progress for shoe people. With more 
adequate supplies in the near future, 

good dealers will stress good salesmanship, 
good quality, good styles, good fitting, 

and good promotion of good shoes. 
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hinglon newsreel 


by EUGENE J. HARDY 


Washington” forecasters say that signs are in the wind for an 
increasing mortality rate among retailers, including shoe retailers, this year. 


It is claimed that this is a natural reaction after wartime business experiences 
which tended to make retailing a matter of servicing rather than selling. 


Reports reaching several federal agencies indicate that several 
trades are aware of this possibility and are taking steps to avert it. 


Government officials maintain that retailers grew soft during the war 


due to the following factors: cost and sales prices were set by the government; 
operating costs were reduced, due to curtailment of delivery services, fancy 
packaging, etc.; and the general availability of money as contrasted with the 
scarcity of all types of merchandise. 


Now it is claimed that with more goods available, particularly in 
durable lines, and with consumer savings reduced competition for the consumer's 
dollar will be fast and furious. Consumer resistance is also beginning to a 
to the retailer's woes. 


, It all adds up to a need for better merchandising and more efficient 
distribution, as emphasized at the series of conferences conducted by the 
Department of Commerce several months ago. Retailers will have to return to 


peacetime selling this year, and will also have to cope with consumer prefer- 
ences. Finally, prices will have to be held to reasonable levels. 


Footwear will be available in record quantities this year, as 
evidenced by the production record achieved in 1946, despite shortages of all 
types of material. If this footwear is to be distributed to the nation's 
consumers the retail trade will have to be on its toes. This is one problem 
on which the government can give little help—other than to offer advice and 
bring tradespeople together for mutual discussion of such problems. Such 
meetings have been held and will continue to be held in the future. This is 
evidenced by the desire of the Commerce Department to establish a group of 
industry advisory committees, as reported in these pages several weeks ago. 

Preliminary production reports indicate a total output for 1946 of 
about 22,000,000 pairs greater than original predictions of approximately 
510,000,000 pairs. Production for the first ten months of 1946 totalled 
448,000,000 pairs and the average monthly output for November and December is 
expected to be about 42,000,000 pairs. 


The Department of Commerce reports that beginning in November of 
last year resistance to high prices was evident all_the way from the tanneries 


——____—— 


to the ultimate purchaser of shoes. 


Briefly, the situation is something like this, according to official 
government reports: 


"Slaughtering has increased substantially since decontrol. Meat 


consumption has increased and is expected to stay high until March, which 
means larger supplies of domestic hides and skins. One factor that could upset 
this high demand for meat is labor management difficulties in the packing 
plants. Immediately after decontrol, no marked increase in leather output was 
recorded because of the variance in prices for similar leathers, which resulted 
in manufacturers buying only enough leather for immediate needs. Leather prices 
should level off soon, perhaps within a few weeks, and then more active trading 


will be resumed. Tanners have also been buying cautiously because of the 
[TURN TO PAGE 74, PLEASE) 
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Your BALL- 

BAND Salesman 

will be on the way 

soon with the new 1947 

Fall line of Waterproof 
Footwear and Wool Socks. 
More and more merchants and 
more and more quality-conscious 
consumers are looking to the Red 
Ball trade mark for the best in 


Rubber. Fabric and Woolen Footwear. 


REG US 
PAT OFF ‘on 


MISHAWAKA RUBBER & WOOLEN MFG. CO. 


: MISHAWAKA, INDIANA 


BALL-BAND FOOTWEAR 
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of the trade 








LEW HAHN, general manager of 
the National Retail Dry Goods As- 
sociation, says: 

“The most important considera- 
tion for all retailers, as for general 
business in facing the new year, is 
that of seeking to supply the Ameri- 
can public with a sufficient quan- 
tity of satisfactory goods at prices 
which are well within the ability of 
consumers to pay. . . 





“Experience has shown that in 
every category of merchandise there 
are prices at which the public readi- 
ly accepts goods. These prices are 
needed in order to insure sustained 


business activity. Normal price 
lines have gone and it is possible 
they never again will return, but it 
is important that new and reason- 
able price lines be established and 
that producers bend every effort to 
make merchandise in the desired 
quality priced down to a level which 
will insure maximum consumption. 
“While recognizing the very real 
difficulties which many manufac- 
turers are up against, retailers 
are convinced that 

many of the practices which were 
followed during the war years now 
must give place to others which 
more acceptable in normal 
business relationship. It is time now 
that retailers be allowed to place 
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orders with definite knowledge of 
what the price and the delivery date 
will be. No substantial business can 


be built on guesswork.” 
os o * 


MARVIN BOWER of McKinsey & 
Company, Managing Consultants, 
in an address before the Boston 
Conference on Distribution, said: 
“New competition is beginning to 
eat away the backlog of accumu- 
lated orders; peacetime pipelines 
are filling up, rising prices are 
causing discouragement against 
buying at all; and human nature 
is such that when the supply be- 
comes plentiful many buyers de- 
cide they just don’t want the item 
after all. Deferred demand may be 
likened to a great block of ice melt- 


= ” 7 
— ° 
S8®& 
fun 3 ‘* | \ 
ing steadily away under the sun- 
shine of increasing production. 
And while the sun melts the out- 
side, economic and psychological 
factors are boring the block of ice 
from within, honeycombing it be- 
neath the surface. 

“No distribution executive can 
go wrong if he bases his plans on 
the following outlook for distribu- 
tion: 

“(1) America’s capacity to produce 
is tremendous. When normal distribu- 
tion pipelines have been filled and the 


most acute pangs of deferred demand 
have been satisfied, the country will be 
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literally inundated with goods to dis 
tribute. 


“(2) With productive capacity being 
put increasingly to work and with effec- 
tive demand being lowered by the bor- 
ing from within, the shift from a seller's 
to a buyer’s market will be sudden. For 
most types of goods the shift should take 
place before the end of 1947. 


“(3) By 1948 the country should be 
in one of the most competitive periods 
of its entire history, with new produc- 
tive facilities operating at peak levels 
and deferred demand thoroughly chewed 
up. 

“Any director or top-manage- 
ment executive who analyzes the 
current situation closely cannot es- 
cape the conclusion that for most 
products the turning point from 
sellers’ to buyers’ market is not far 
down the road. The distribution 
executive who fails to bring this 
grim fact home to his top manage- 
ment will have only himself to 
blame when dwindling sales and 
loss of markets puts him on the 





ROY WOODRICH of Polly’s Shoe 
Store in Columbus, Nebraska, says: 

“The successful shoe store must 
be able to make the buying public 
want to do business in their store. 
The success of any store is deter- 
mined by its traffic and volume and 
to get this volume, you must be 
awake to your customers’ desires 





and needs. Competition will keep 
merchandise, in the same price 
groups, pretty much in line but you 
must render better service than your 
competitor—service that will make 
the customers want to do business 
with you.” 





CHEERIO 











—That all of our good friends in 
the Trade may have a Happy 
and Prosperous New Year — is 
our fondest wish. 


President 





NEIL H. JACOBY, Professor of 
Finance and Vice-President of the 
University of Chicago, addressed 
the annual meeting of the Tanners’ 
Ceuncil of America, and said: 

“To summarize, a recession in 
business activities during the early 
part of 1947 is quite possible, as a 
result of a failure—for many pos- 
sible reasons—of construction and 
durable goods industries to expand 
at a time when there probably will 
be contraction in the non-durable 
goods fields. But one may predict 
with some confidence that, barring 
Icng strikes in key industries (which 
I consider improbable), any such 
recession in production will not 
assume the proportions of an eco- 
nomic collapse. It will be contained 
within the limits of a 10 per cent 
decline under current levels of pro- 
duction. Even such a moderate re- 
cession need not occur, if we are 
able to avoid the pitfalls that I have 
mentioned. 


“During the war years, labor or- 
ganizations acquired much greater 
powers. These powers create a 
commensurately greater responsi- 
bility for the maintenance of price 
stability and high production and 
employment. Now is the time for 
union leadership to demonstrate its 
fitness for these responsibilities and 


26 


to exercise restraint and statesman- 
ship. Now is the time for union 
leadership, business management 
and government officialdom to work 
together, with intelligence and good 
will, to solve our common economic 
problems as citizens of a democ- 
racy.” 


THOMAS A. LLOYD of Lloyd’s 
Walk-Over Shoe Store in Racine, 
Wisconsin, says: 

“How can we avoid a buyers’ 
strike at the retail level? If all re- 
tailers would advise their suppliers 
at once and refuse to accept shoes 
that were raised too high in price! 
The public might stand for a fifty 
cent to a dollar raise but when you 
have to jump two dollars, it is too 
much and I believe it will slow 
down sales considerably. Inevitably, 
you would soon have a buyers’ 
strike. 

“Right now customers are becom- 
ing more exacting in their demands 
and no longer will they take just 
anything you have or offer.” 


7. * * 


J. L. REDMOND of McMinnville, 
Oregon, says: 

“The most important factor in 
successful shoe store operation is 
personnel . . . especially in the small 
town or the exclusive store where 
customers are more or less limited 
and the sales person must sell the 
same people time after time. The 





right salespeople can sell anythi 
because they sell themselves first— 
to the customer.” 


SAM SULLIVAN of Laredo, Texas, 
says: 

“The most necessary qualifica- 
tions for doing a good retail job are 
adaptability and flexibility of policy, 


Business changes almost from day 








to day and it takes constant watch- 
ing and study to keep abreast of the 
trend. Good selling, good advertis. 
ing and good display pay off in any 
locality. The main idea is to buy 
what your own customers want— 
and to sell the merchandise to them 
at a profit. It’s as simple as that!” 


- aa 7” 


MORRIS WOLOCK of New York, 
says: 

“The shoe that has a well-known 
name behind it—one that has al- 
ways stood for quality and _per- 
formance—will continue selling. 
The talk about buyer hysteria does 
not apply to the shoe with a recog- 
nized quality label. It applies to the 
fly-by-night shoes that have given 
bad wear. Women are finished with 
these.” 
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“Sorry, Ma'am. He's determined to camp there ‘til his size comes in.” 
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WHAT is the WORTH of a pair of shoes? 

On the answer to that question, it would seem, may 
depend the financial fate of many a shoe store in this 
year of 1947. 

Obviously the worth of a shoe and the PRICE of that 
shoe do not necessarily mean one and the same thing, 
despite the fact that a very definite relationship must 
exist between them. 

For the practical purposes of retail merchandising, 
the WORTH of a shoe may be defined as its value in 
the eyes of the consumer. It represents, therefore, the 
top price the customer is willing to pay. 

Since all of this is so obvious, you may say, why is it 
so important at this particular time? Why bring it up 
NOW, as we cross the threshold of a New Year, when 
we have so many other things to think of? Problems of 
inventory, problems of taxes, plus the planning and 
preparation for 1947 operations. All these things seem 
so much more important, why bother now about hair- 
line distinctions between values and prices and the 
worth of your shoes to the customers to whom you ex- 
pect to sell them? 

Because, in our humble opinion, the biggest question 
that confronts most shoe retailers at the beginning of 
this New Year isn’t a question of inventory or taxation 
or routine retail operation; it’s the question of how you, 
as a retailer, propose to justify to your customers the 
substantially higher prices you are going to be com- 
pelled to ask for your shoes. 

There has been quite a lot of talk in the trade on that 
subject since OPA faded out of the picture in the final 
week of October. A lot of people have come up with a 
lot of different answers. Some of the answers looked 
easy, at least to the people who offered them as the 
solution. 

Let the retailer maintain prices, some folks suggested, 
ator near OPA levels. It didn’t take very long to dem- 
onstrate the fallacy of that one, did it? Not with hides 
and calfskins and finished shoes at the factory advanc- 
ing the way they did. At that we think the retailers, 
and the manufacturers, too, did and are doing a rea- 
sonably good job of cost absorption. Every business 
man knows you can, if you have to, absorb a few pennies 
here and there. But you can’t absorb an increase of 
anywhere from a dollar to two dollars a pair, like that 
which has taken place in shoes, due in the main to the 


denvary 1, 1947 


ditorial outlook 


The WORTH of a Shoe 


fact that tanners today are being compelled to bid in 
a world market for hides and skins which were formerly 
under rigid international and domestic price control. 

These are the facts of life that face the retailer now, 
as he enters the New Year and approaches a new scason 
in shoes. But they don’t particularly interest Mr. and 
Mrs. Consumer. They have other problems to worry 
about right now. How to spread a relatively stationary 
income over a multitude of necessities, most of which 
are increasing in price, although few have shown such 
a sudden and steep rise as that which has taken place in 
shoes since October. There is the rub for the shoe re- 
tailer, for slackening sales in shoe stores all over the 
country reveal pretty clearly that the attitude of con- 
sumers is one of watchful waiting for shoe prices to 
come down. 

Clearly the shoe retailer who succeeds in breaking this 
attitude of consumer resistance to today’s shoe prices 
must find some new angles of approach in merchandis- 
ing and in sales promotion. He must find ways and 
means to convince customers that the shoes he has for 
sale are WORTH the prices he asks for them. One of 
the ways that has been suggested is to advertise and 
promote his merchandise more effectively. All of which 
is very good, but just to say a pair of shoes is worth 
more than a customer has been in the habit of paying 
doesn’t necessarily make it true. It’s going to be pretty 
hard to convince customers that some present prices are 
justified merely by statements of fact, pretty pictures or 
high-powered publicity. 

It seems to us shoe merchants today must find ways 
and means to make their shoes worth more to their cus- 
tomers. They must find ways to put more actual values 
into them. 

Fortunately shoes are a commodity in which it is 
possible to do that seemingly difficult thing. You can 
do it if you are selling fashion merchandise, by being a 
better selector of fashions, by having the thing the cus- 
tomer wants at the time she thinks she must have it, in 
which case she will usually be willing to pay a reason- 
able price for the service. 

But even apart from considerations of fashion, the 
shoe which the customer buys at the fitting stool con- 
tains hidden values above and beyond the costs of 
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Town and Country coordination: Top-handle 
bag with zipper closing; “Model T” sandal on 
scoop wedge; “Dirndl,” softly gathered vamp 
and quarter, very low wedge; in red or green. 


HERE’S a new story on coordinated shoes 

and accessories, based on the accomplish- 
ments of a certain group of shoe manufacturers, 
namely, the creators of footwear with the casual 
spirit. Several manufacturers in this field are pre- 
senting handbags, and even belts, in conjunction 
with their Spring lines. For some this is a new 
venture; others are resuming production which 
was interrupted by the war. 

The merchandise which these manufacturers 
are offering is of good quality and good style, 
as evidenced by the photographs on these pages, 
and the Spring colors—from vivid reds and greens 
through spicy tan to ice cream pastels—are excel- 
lent. They all make use of leather, and where 
fabric is used it is a fabric long respected for 

One of Joyce’s many coordinations: 
“Poker Flat in Stitches,” wedge sabot. 
moccasin effect on vamp; “Cigarette Case 


Bag,” medium-sized envelope; both Box- 
glove leather in clear, dark colors. 
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wearability and attractiveness, and it is 
combined with leather. These attributes 
are all requirements for sale-ability of cas- 
ual shoes which were cited by retailers in 
response to a RECORDER survey of stores 
all over the country, the results of which 
were reported in the November 1 issue. 
Some merchants also suggested a need for 
more closed-up styles; the shoes photo- 
graphed here indicate that this need has 
been recognized and met. 

But not only has this group of manufac- 
turers come through with better quality. 
smarter styling, and more exciting colors 
for Spring selling; they are yet another 

[TURN TO PAGE 88, PLEASE] 


Cobblers coordinate tan Irish linen, 
brown leather: Belt, linen back, 
leather front with space to pin em- 
blem; Shoulder bag, felt lining, con- 
venient side zipper opening; “Natch,” 
sturdy oxford, rubber sole, leather 

orm; “Trojan,” low wedge T-strap. 


R CASUAL SALES... 


ia 


Shoe Manufacturers Intro- 
duce Shoes and Accessories, 
Casual in Spirit, to Be Sold as 
Coordinated Groups in Shoe 
Stores and Departments. Dis- 
tinguished by Colors, Good 
Quality and Smart Styling 


by ELINOR FOX 


Illing of California presents: “Bolero,” 
shawl tongue, puckered toe on low wedge 
and platform; “Puck Pack,” roomy draw- 
string bag, straps long enough for 
shoulder wear ; various colors and leathers 





FIRST SIGNS 
OF SPRING... 


Early Ready-to-Wear Styles Show Longer, 
Fuller Skirts and Jackets, but Many Top- 
Flight Designers Still Give Importance to 
Slim Silhouettes and Only Slightly Longer 
Skirts. Pleated Skirts Give Soft Fullness. 


Above: The long, lean look, impor. 
tant Spring silhouette in this Fox 
Brownie bolero costume in Fors 
mann’s light-weight yarn-dyed wool. 


Left: This “Postillion” coat, an Amer 
ican adaptation of a French coat, is « 
charming example of current feminiz- 
ing of period men’s styles. Note tri- 
corne hat. Photo from Russeks. 


by ELEANOR RUTLEDGE 


HE truest thing that can be said 
about Spring ready-to-wear sty!es is 
that there will be a great variety of silhou- 
ettes to suit diversified tastes and figures. 
Two important facts should be borne in 
mind, however. First, that with the ter- 
mination of L-85 all restrictions on styles 
have been lifted, and second, that design- 
ers are using their new liberty very wisely. 
Skirts can go down to the ground and be 
12 yards around in daytime dresses if 
the designer so desires. 
That a designer does not so desire shows 
that he, or she, recognizes the types and 
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Right: Loose-fitting coat in off-vchite 

with Russian lynx tuxedo collar, this 

Tilly Heitner design shows one of the 
smart silhouettes for Spring. 


Longer cutaway jacket with double 

tier at hem illustrates two important 

trends, A Milgrim design in Forst- 
mann’s daffodil yellow Milanette. 


tastes of the majority of American women. 
Leading designers are almost unanimous 
in their avoidance of extremes for the com- 
ing Spring. In their own words they have 
put the stamp of approval on slim, as well 
as full, silhouettes; on skirts as high as 17 
inches from the ground for those women 
to whom that length gives a better pro- 
portioned figure. Moderation is their 
watchword. [TURN TO PAGE 88, PLEASE] 


! 

Very feminine, very Spring-like this 

bonnet by Anita Andra made of violet 

ine over ribbon. Lime colored 
blossoms accent the curved brim. 











Members of the sales staff of the new Arden store in Oklahoma City 

pose for their pictures. Left to right: Alan Vaughan; Dallas Hub- 

bard, store manager; Eddie Vaughan; Ted Ellis; John Carpenter; 
Johnny Testa; Fred Cathey; Peter Khoury. 


Making Good 
In a 
60% Location 


—— Above: Mr. Hubbard and his secreey. 
——S— Miss Rubye Pitts, go over some details ® 
connection with opening the new srt. 
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Left: Exterior of Arden’s gives 
the oval interior. Gray Italian 
used for the store front, with 
windows to present shoes at 
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CoMBINING the sales impetus of attractive newness 
with the purchase appeal of the nationally-known mer- 
chandise, Arden’s, a new shoe store for women in Okla- 
homa City, has overcome a location disadvantage which 
finds the store situated out of the best retail area, and 
has gone on to build a sensational sales volume in spite 
of this shortcoming. 

Located at 403 West Main Street, a section of the 
downtown area which at best can be described as only 
a 60 per cent location, Arden’s opened recently, in a 
building formerly housing two storerooms. 

While the appearance of the store with its gray 
Italian marble facade and oval interior has brought a 
touch of Fifth Avenue to the area, Dallas Hubbard, 
manager and buyer, believes that local newspaper ad- 
yertising played an important part in the initial success. 

Theme of the copy, “Presenting Arden’s,” inserted 
twice weekly for two weeks before the opening of the 
store, was institutional and stressed the new name of 

[TURN TO PAGE 77, PLEASE] 


Arden’s gave a small private party for members of the 
French Heels Club in Oklahoma City. Here Miss Mazelle 
Carlack, French Heels member, admires evening shoe. 


Heavy Advance Advertising, Plus Beauty of Front and 


Interior, Help New Store to Overcome Handicap Im- 


posed by Being Outside the High-Grade Shopping District 


The interior of the store uses mirrored panels and a mirrored column to enlarge its appearance. 
Light and space are magnified in the oval shape of the room, the gray floral walls, rose carpet, 
and pastel furnishings. 












Supply and Merchandising 
MASRA Topies 





Irving R. Glass, Tanners’ Council Execu- 
tive, and Herbert J. Tily, of Straw- 
bridge & Clothier, to be Speakers 














FRANKLIN E. ZUSI 
President of MASRA 


WITH more than 200 rooms in 
Philadelphia’s Benjamin Franklin 
Hotel devoted to shoe displays, and 
with speakers on the program who 
are nationally recognized as author- 
ities on the two topics of most vital 
interest to retailers today, the 33rd 
annual convention and shoe mart of 
the Middle Atlantic Shoe Retailers 
Association, January 19, 20 and 21, 
promises to be not only the biggest 
but also one of the most significant 
in the history of this strong and in- 
fluential regional association. 

President Franklin E. Zusi and 
members of the Management Com- 
mittee in charge of the convention 
and shoe mart are particularly grati- 
fied at being able to stage the 1947 
event in the Benjamin Franklin 
Hotel, scene of so many successful 
MASRA meetings of former years 
and located in the heart of Philadel- 
phia’s downtown business section. 
Owing to wartime conditions the 
association was obliged, at its last 
two conventions, to accept accom- 
modations in a hotel less favorably 
situated from the standpoint of con- 
venience to visiting retailers and 
also to exhibitors. 

This year, however, the hotel set- 
up is ideal and there will be space 
enough to provide, not only for the 
displays of footwear for men, women 
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IRVING R. GLASS 


Speaker at Convention 





OFFICIAL PROGRAM 


MIDDLE ATLANTIC SHOE 
RETAILERS ASSOCIATION 
CONVENTION 


BENJAMIN FRANKLIN HOTEL, 
PHILADELPHIA 
Sunday, January 19 
Registration, 12 Noon to 5 P.M. 


Joint meeting of MASRA Directors 
and Show Management Committee 


For room location 
see hotel bulletin board 


Officers’ and Committees’ reports 
Selection of dates for 1948 convention 
New business 


Exhibit rooms will be open for inspec- 
tion from 10 A.M. to 10 P.M. 


Monday, January 20 
Business Luncheon, Crystal Ballroom, 
Mezzanine Floor—12:30 P.M. 
Invocation: Paul S. Lippincott, Jr., 
Philadelphia, Pa. 
President’s Message: 
Franklin E. Zusi, MASRA President 
Address: Irving R. Glass, 
Tanners’ Council of America 
Dr. J. Herbert Tily, 
Strawbridge & Clothier, Philadelphia 
Honor Roll Guest: John D. Tobias, 
Vice-President in charge of sales, 


Freeman Shoe Corporation, 
Beloit, Wis. 








and children, but also for shoe store 
accessories and advertising novel- 
ties. Exhibit space has been pro- 
vided on nine floors, including the 
mezzanine floor. The shoe mart is 
already a complete sellout, so far as 
exhibits are concerned, Secretary 
Cal J. Mensch regretfully announces. 

One word of caution is sounded 
by the association management. Re- 
tailers planning to attend who have 
not yet made arrangements for 
sleeping rooms, are urged to apply 
for reservations at some hotel other 
than the Benjamin Franklin, as all 
available rooms there are being as- 
signed to exhibitors. Secretary 
Mensch, whose permanent head- 
quarters are located at 1429 Shef- 
field Street, Pittsburgh 12, Pa., has 
sent lists of Philadelphia hotels, 
room prices, etc., to members of the 
MASRA. Anyone desiring such a 
list should write Mr. Mensch at 
once. 

The main convention meeting 
will, as usual, be the business lunch- 
eon in the Crystal Ballroom at the 
Benjamin Franklin at 12:30 Mon- 
day. This will be the only business 
session during the convention. Irv- 
ing R. Glass, acting executive vice- 
president of the Tanners’ Council of 
America, will discuss the leather 
supply situation which is the con- 
trolling factor in the shoe supply 
picture, and J. Herbert Tily, who 
recently resigned as president of 
Strawbridge & Clothier, will talk on 
merchandising and store manage- 
ment for 1947. 

Election of officers will take place 
at the directors’ meeting, Sunday, 
January 20. A joint meeting of the 
MASRA directors and management 
committee, is scheduled for the 
same day. For time and room for 
meetings, see hotel bulletin board. 
Election of directors will take place 
at close of Monday Luncheon Meet- 
ing. [Exutsrrors List on Pace 36] 
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List of Exhibitors 


MASRA CONVENTION AND SHOE MART 
January 19, 20, 21, 1947 
Benjamin Franklin Hotel, Philadelphia 


Rooms 
David Abrahams, Inc. 428-33 
Ace Mercantile Co. 380 
“Air-Flight” Shoe Co. 235 
Alexander Rubber Co. 317-18 
American Gentleman Shoes 803 
Arad Shoe Mfg. Co. 362 
Arrow Decorating & Fixture Co. R 
A. L. Baris Shoe Co. 450 
Berco Shoe Co. 905 
Best Shoe Co. H 431-32 
Beta Footwear Co. 350 
Raphael Bing Co. 332 
Blum Shoe Mfg. Co. 321 
Boot & Shoe Recorder R 
Boston Shoe Co. 452 
Brandwene’s Shoes 385 
Bridgewater Worker’s Cooperative Asso- 
ciation 447 
Brooks Shoe Co. 443 
David Brown Shoe Co. H 401 
Buffalo Billys Shoes 349 
Butler Brothers 
Carmo Shoe Mfg. Co. N 303 
Cathy Footwear 575 
Cavalier Co. N 364 
Center Shoe & Slipper Corp. 306 
Chapman’s Juvenile Shoes 394 
Clickstein Shoe Co. H 421 
Cloverleaf Novelty Co. 343 
Ellsworth S. Cohen & Co. 311 
Commonwealth Mfg. Co. R 
Commonwealth Shoe & Leather Co. 840 
Consolidated Footwear Corp. 392 
Cortell Shoe Co. 453 
Craddock-Terry Shoe Co. 841 
Creative Footwear R 
Crescent Shoe Co. H 441 
Curtis Shoe Co. N 573 
Curtis-Stephens-Embry Co. HR 966 
Daytimer Shoe Co. H 409-10 
Delmar Shoe Co. R 775 
Desco Shoe Corp. 310 
Dia-Tred Shoe Co., Inc. H 438 
Dixon Bartlett Co. H 502-04 
M. Dobrein & Sons 231 
Duane St. Work Shoe Co. 322 
Dunham Bros. Co. 630 
Chas. A. Eaton Co. N 424-25 
Edgewood Shoe Co. 572 
Emdee Shoe Co. 323 
Fisher Shoes Inc. 442 
Florsheim Shoe Co. R 
Foot Pleasure Shoe Co. 540 
Fortune Shoes 841 
Fred Jacobs Shoe & Slipper Corp. 352 
Fred Meyer Shoe Co. 451 


Frederick-Speier Footwear Co. 705 
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Freedman Shoe Co. 
Freeman Shoe Corp. 
Frenchee Chemical Co. 


Garfield & Rosen 

General Shoe Corp. 
Gerberich-Payne Shoe Co. 
Gerda Footwear Co. 
Gilbert Shoe Co. 

Glamor Bag Co., Inc. 
Globe Shoe Co. 

H. C. Godman Co. 

Julius Goldstein & Sons Co. 
Golo Footwear Corp. 
Goodyear-Keystone Co. 
Gordon Reuben Shoe Co., Inc. 
Grossman Shoe Co. 

C. A. Grosvenor Shoe Co. 


H and S Co. 

Hallowell Shoe Co. 
Halsen Mfg. Co. 
Hannahson Shoe Co. 
Harvey’s of Cleveland 
J. Heilbrunn & Son 

L. M. Herder “Slippers” 
Highland Shoe Co. 

Hill Shoe Co. 

Hilton Shoe Co. 
Holland Racine Shoes, Inc. 
Hunn Shoe Co. 
Hy-Quality Shoe Co. 


Ideal Shoe Co. 
I. Isenberg Shoe Co. 


Fred Jacobs Shoe & Slipper Corp. 
H 


Nathan Jacobson 

John Irving Shoe Corp. 
Johnson Shoe Co. 

Johnston, Stephens & Shinkle 


Kandel Shoe Co. 

Kay Karzmar Casual’s, Inc. 
Ken Shoe Co. 

Kleinert’s 


Rooms 
330 

H 422 
N 360 


N 420 
841 
H 973 
417 
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Knickerbocker Shoe Mfg. Corp. 362 


Knipe Brothers 

Knomark Mfg. Co. 

M. Kolker & Co. 

Sam. Kolker 

W. L. Kreider’s Sons Mfg. 
Krischer, Rogers & Fischer 
A. Krome & Co. 


L. C. Shoe Co. 

P. P. Lagomarsino 
Lakeside Shoe Co. 

The Lederer Ind., Inc. 
Lester Pincus Shoe Corp. 
Al & Sol Levine 

Harry & Al Levinson 
H. R. Levy 


315 

H 335-36 
H 454 

N 314 
H 429-30 
H 353-5-7 
426 


R 

364 

435 

H 333 
H Mezz. 
320 

775 

211 


Lion Shoe Co. 

Jas. A. Lippman Co. 
Little Folks Footwear Co. 
Lyons Brothers 


S. J. Maistrosky, Inc. 
Majestic Shoe Co. 
Robert Mann Shoe Co. 
Marber Shoe Co. 
Marco Shoe Co. 
Mardon Shoe Co. 
Mary Jane Shoes 
Mastercraft Originals, Inc. 
May Co., Inc. 

A. Meltzer Shoes 

Fred Meyer Shoe Co. 
Midland Shoe Corp. 
The Miller Shoe Co. 
M. J. Miller Shoe Co. 
Modern Shoe Corp. 


Monogram Footwear Co., Inc. 


L. Morris 

Mossinger Bros. 
Mutual Shoe Co., Inc. 
D. Myers & Sons, Inc. 


National Shoe Co. 

Natural Bridge Shoemakers 
The Nevelk Co. 

New England Shoe Co. 
Nunn-Bush Shoe Co. 
Nu-Way Shoe Co., Inc. 


Olympic Footwear Co. 


Pilot Shoe Co. 

Lester Pincus Shoe Corp. 
Playette Footwear Corp. 
Plimode Shoe Co. 
Plymouth Shoe Co. 
Poloner Shoe Co. 

Dr. A. Posner Shoes 
Promenade Shoe Corp. 


Recordia Mfg. Co. 
Regent Shoe Corp. 
Reuben Gordon Shoe Co. 
Rex Shoe Corp. 
Richland-Davidson 
Roberts & Hart, Inc. 
Roberts, Johnson & Rand 


S and W Shoe Co. 
Safran-Sundel Shoe Co. 
M. J. Saks Shoe Corp. 
Sambrose of Hollywood 
Samuels & London 

A. Sandler Co. 
Schaeffer Bros. 

Scholl Mfg. Co. 

A. Schwartz & Sons 
Segall & Sons 
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THERE’S MORE THAN MEETS 2s 





Don’t let the word “casual” fool 
you! EASY GOERS mean much more. 
They’re so skillfully designed for Fh 
smartness, so carefully made for fit, that 
these shoes lead an all-around, year-around 
daytime life—and “go to town” for every 


department featuring them. 


The Selby Shoe Company | 
PORTSMOUTH, OHIO 

New York Office: 3120 Empire State Bldg. + Los Angeles Office: 816 Haas Bldg. 
Seley ARCH PRESERVER ¢ ACTIVE MODERNS ¢« TRU-POISE « STYL-EEZ 
Noow. EASY GOERS e PHYSICAL CULTURE « GROUND GRIPPER « CANTILEVER 











ALEXANDER'S 


SALESMEN ARE NOW 
TAKING ORDERS FOR 


ALEXANDER'S 1947 line of Canvas Footwear 
and Leisure Shoes is ready. The line is complete 
—from children's saddle oxfords to men's basket- 
ball shoes. It's brand new! This line represents 
the finest quality and craftsmanship ever built 
into this type of footwear by the several manu- 


facturers for whom we distribute. 


¥ 
4 





ROOMS 317-318 


HOTEL BENJAMIN FRANKLIN 
PHILADELPHIA, JANUARY 19, 20, 21 
DURING THE M.A.S.R.A. SHOW 


ALEXANDER 
RUBBER COMPAN 


13-15 NORTH 4TH STREET, PHILADELPHIA 6, PA 


anit Gane THE LARGEST AND FOREMOST : 
EASTERN DISTRIBUTORS OF RUBBER AND CANVAS FOOTWEAI 





Boot and Shoe Ree rd 








our Deseadable 


MIDDLE ATLANTIC AND 
NEARBY SOUTHERN STATES 


~ HOME OF FINE SHOEMAKING . .. . 
AND RELIABLE SOURCE OF SUPPLY FOR 
SHOE MATERIALS AND SERVICES 
















Leathers Shoca. Matenriate di 


AVAILABLE IN INCREASING ABUNDANCE 
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IN THE STATES OF + PENNSYLVANIA - 





NEW JERSEY + DELAWARE + MARYLAND - 


VIRGINIA I 
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WHEN a specific section, comprising only a half- 
dozen states, ranks high in a particular industry, there 
must be sound reason for it. The Middle Atlantic and 
nearby Southern states, taking in Pennsylvania, New Jer- 
sey, Delaware, Maryland, Virginia and West Virginia, is 
rated third in the country so far as production of footwear 
is concerned, and close to New England in leather. 


How did it get that way? A fortunate combination of 
abundant raw materials, convenient location and circum 
stances which made it imperative to develop home industry 
worked together early in colonial days to bring about the 
growth of this section’s importance in the shoe and leather 
fields. Luxuriant forests, predominating in hemlock which 
was needed for the tanning of leather, had to be cleared s0 


THE STORY OF ITS ECONOMIC BACKGROUND © 





that villages and towns could be built. Abundant waterways pro- 


vided both the necessary water power and easy navigation for ship- 


ment of goods. 

Plenty of cattle on the farms of this section (which still boasts 
more farms than all England and Wales) offered the possibility of 
a home tanning industry. The unreliability of shipments from 
England made it impossible for colonists to depend for clothing on 
imported merchandise, and settlers early learned to imitate the 
Indians by fashioning durable, sensible, comfortable clothing of 
home-tanned buckskins and other soft leathers, to say nothing of 
copying their sturdy soft Indian moccasins. 

The War of 1812 further stimulated the growth of Middle Atlantic 
footwear and tanning industries. The English set up a blockade 
which cut off from Americans many items which they had previously 
imported. Among these were tanned sheepskins and goatskins. The 
result was not the disappearance of these materials from American 
footwear, but, rather, the development of domestic sheep and goat- 
skin tanneries in this section and the shipment of their products to 
all parts of the country. Thus, even a war with its attendant diffi- 
culties served only to develop the ingenuity of the hardy Middle 
Atlantic residents. 

The Middle Atlantic states have lived up to the promise of their 

[TURN TO PAGE 94, PLEASE | 
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KING KID LEATHERS 
BLACK GLAZED 
BLACK SATIN 
GARMENT LEATHER 
KING KANGAROO 


FISHER PLASTICS 


POLISHED AND 
EMBOSSED VINYLS 





IN THE NEW YEAR? 


Taat aim goes double for William 
Amer Co. in 1947 ... with two lines to 
meet the needs of designers and manu- 
facturers, the demands of retailers, and 


the desires of a fashion-conscious public. 


Not for a long time have we been able 
with so much genuine optimism to say to 


you: “A Happy New Year!” 


ln vite Gana 


Boot 


and 


Shoe 





1832 4 


ESTABLISHED 


Recorder 





FANNING 


at 


° vu 5 1 In the nation’s big 


six fashion magazines 
to inspire foot- 


conscious women. 


Manufactured and Distributed by 
D. MYERS & SONS, Inc. 


BALTIMORE 18, MD. 
Established 1910 


On display at the MASRA Philadelphia Show, 
Jan. 19, 20, 21. Room 403 Benjamin Franklin Hotel 


SHOW ROOMS — BOSTON = ST. LOUIS * DALLAS * CHARLOTTE * PITTSBURGH «= MINNEAPOLIS 
January |, 1947 2 
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Pennsylvania's Finest! 


e BUILT-UP LEATHER HEELS 
e TOPLIFTS 
e INSOLES 
e OUTSOLES 
e COUNTERS 


For more than thirty years COULSON Quality Products 
and Service have been known for consistently high 


Standards and Dependability. 






COULSON HEEL Company 


HANOVER, PENNA. 
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health shoes 


Infants’, Children’s, Misses’ and Young Women’s 





When American retailers think of fine Infants’, Children’s, Misses’ 
and Young Women’s Welts, they think first of Fleet Air Health Shoes 
by Eby of Ephrata. This enviable position is not the result of acci- 
dent, but evo ai from a continuous policy of building the finest shoes 
possible in these important qualities—Choice Materials — Expert 
Shoemaking — Proper Fit — Clean Merchandise. 

Eby’s policy of service and consideration for old accounts will con- 
tinue in the future. And Eby’s careful attention to detail and strict 
supervision of operation will continue to produce the value that 
makes Fleet Air your best ally in the competitive period the retailer 
must expect to face in the more normal year ahead. 


EBY SHOE CORPORATION 


Ephrata Penna. 
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1947's customers aren’t going to be satisfied Shoes have continued throughout the entire years 
with just any shoe. Many a critical eye will pass on of shoe shortages to give more value per dollar. 
the merchandise you offer ... so... it had better 
be good. Our men are out now and although deliveries are 
Curtis-Stephens-Embry Shoes have what it takes still a bit tight they will be glad to go over the 
to coax sales from your quality-minded customers. Pro-tek-tiv, Modern Age and Official Girl Scout 


Pro-tek-tiv, Modern Age and Official Girl Scout lines with you. 





Custis-Stephens-Embsy Co. 


ESTABLISHED 1882 
READING, PENNSYLVANIA 
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FOR YOUNG MODERNS 
THEY‘RE Ideal FOR TOWN AND SPORTS 


When a shoe ta parchion right, you can bet that 


IDEAL has it and can ship it promptly. IDEAL’S Fashion 


Firsts bring the pick of the style shoe market right into your 
store, no matter where you are. WRITE OR WIRE YOUR 
ORDERS FOR THESE FOUR FASHION FIRSTS TODAY. 


ted), 
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Exhibiting: 
MA. S.R. A. Show—Hotel Benjamin Franklin 
Philadelphia, Pa., January 19, 20, 21 
Tri-State Show—Hotel Statler 
Buffalo, N. Y., January 26 and 27 
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MIDDLE ATLANTIC and 


DEPENDABLE SOURCE FOR SHOES + 
SYNONYMOUS WITH STYLE 





From earliest colonial days, the shoe manufacturing 
industry of the Middle Atlantic and nearby Southem 
states was founded on three principles—quality, service 
and wear. As early as 1721 an “Act for the Well Tanning 
and Currying of Leather and Regulating of Cordwainer 
and other Artificers using and occupying Leather within 
this Province” was passed in Philadelphia, which provided 
for a penalty to be imposed on shoemakers “for not mak- 
ing shoes of well made or curried leather and sufficiently 


Top to bottom: Red cross-strap sandal on a hith 
heel; Krischer, Rogers & Fisher. Tan and white 
spectator pump; Miracle Tread Division, Craddock 
Terry Shoe Corp. Apron-front wall last spectator; 
L. E. Beaudin. Gabardine and patent in a wall last 
high heel pump; Tailored-Tred French Modern 
from D. Myers. Below: Kidskin lounge slipper: 


Solemate from Lucille Footwear. 











Nearby SOUTHERN STATES 


RENOWNED FOR QUALITY AND SERVICE 
AND SKILLED CRAFTSMANSHIP 


sewed with good thread, well twisted and made and waxed.” 
From early times down to the present, fine workmanship 
and strict attention to quality have been primary considera- 
tions in Middle Atlantic shoe factories. 

Shoes for every member of the family are provided by 
this district. Of the hundred and fifty shoe manufacturers 
located in these six states, 64 of them make shoes of vary- 
ing types for infants, children, misses and growing girls; 
23 specialize in slippers for various types of customers; 


Top to bottom: The classic tan elk loafer; Fleet-Air 

Health Shoe from Eby. Stepin on a wall last with 

interesting vamp detail; Pollyanna from A. S. 

Kreider. Another version of the elk loafer; A. N. 

Wolf. Tan and white moccasin oxford; W. L. 

Kreider. Below: The loafer on a 4/8 heel, prac- 
tically counterless; Lancaster Shoe Co. 





15 make women’s street and dress shoes; 19 manufactyp 
shoes for men; 14 are engaged in making the popular play 
and casual types, and 14 make other types, including mop. 
casins, work shoes, wood or rope sole clogs or athleti 
models. Shoe manufacturers and shoe wholesalers in this 
territory operate on a large scale, with many handling gep, 
eral lines of shoes for all types of customers. 

We show you here some typical models from the Spring 
lines of these Middle Atlantic houses. Sturdy, dependabk 
shoes they are, made of quality leather, with the best work. 
manship that years of training can provide. While service. 
ability is an important factor in shoes made in this terr- 








Top to bottom: The classic boot with a shark tip; 
Ephrata. Brown and white saddle oxford on red rubber 
sole; Willets. Ghillie treatment on an apron-front ox 
ford; Clement & Bal?. Women’s white elk skating shoe 
with figure skate attached; Brooks. Below, left: Seuf- 
proof tip with perforated design on a six-eyelet blucher; 
J]. Edwards. Red barefoot sandal with tear-drop pe- 
forations; Play Poise from Virginia. 


MIDDLE ATLANTIC ani 


DEPENDABLE SOURCE FOR SHOES * 
SYNONYMOUS WITH STYLE 











tory, style is equally important, and some of the high style 
houses, both in women’s and men’s shoes, are located here. 
Kidskin slippers, made for the most part of locally tanned 
leather, are also available for all members of the family. 

The Middle Atlantic section has earned a reputation for 
quality and style in the field of the low and medium heel 
walking type of shoe. Although welt shoes were rather 
late in penetrating this (TURN TO PAGE 104, PLEASE) 


Top to bottom: Moccasin detailing on a girls’ oxford; 
Pro-tektiv from Curtis-Stephens-Embry. Wing tip with 
medallion perforation on a bal for boys; Gerberich- 
Payne. Rubber sole boys’ moccasin oxford; American 
Boy from National Shoe Co. Division, Craddock-Terry 
Shoe Corp. Below: Men’s moccasin oxford: American 
Gentleman Division, Craddock-Terry Shoe Corp. 


ii] Nearby SOUTHERN STATES 


RENOWNED FOR QUALITY AND SERVICE 
AND SKILLED CRAFTSMANSHIP 





KRISCHER, ROGERS AND FISCHER 
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Fine Pennsylvania craftsmanship, as well as proved foot-health features and 
fine fit, make Pollyanna the dependable bread-and-butter of child's and misses’ shoe 
operations in leading stores and departments. Think of this when you reorganize your 


children's business on brands you want to live with. 


A.$. KREIDER SHOE CO. 


NEW YORK CITY SHOWROOM 
Marbridge Bldg., 47 W. 34 St. 


ANNVILLE, PA. 
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Famous Brands by the Following Divisions of 
CRADDOCK-TERRY SHOE CORPORATION, Lynchburg, Virginia 


NATURAL BRIDGE SHOEMAKERS NATIONAL SHOE COMPANY 
Natural Bridge Shoes Sir Walter Shoes 


4 American Boy Shoes 
Natural Bridge Casuals Lion Brand Shoes 





AMERICAN GENTLEMAN DIVISION 


METROPOLITAN E I 1 St 
SHOE COMPANY iaietette tied 


Ki-Yaks 
Charmtone MIRACLE-TREAD DIVISION 
Playboy Casuals Miracle-Tread Shoes 
E LYNCHBURG, VA. HALIFAX, VA. 
Factories al; FARMVILLE, VA. VICTORIA, VA. 
CHASE CITY, VA. 
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THE HANOVER SHOE Enc. 
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DON'T MISS THE LESTER PINCUS 


“PHILADELPHIA 
STORY” 











It happens on the mezzanine floor . . . this drama 
told in line and leather . . . and we're sure you'll 
find it a thriller. Packed with fashion interest . . . 

with eye-opening value surprises. Pictured below are 

just a few of the ideas we have carefully plotted in leather 

covered platforms—extension soles—closed-up types—open 
types—combination spectators—high heels—low heels— 

all designed to put action in your Spring footwear sales. 








Platform Sandal. Black 
patent leather combined with 
Black kid, Red kid with 
White kid, Blue kid with 
White kid, Brown kid with 
Beige kid. Also in all-over 
Blue kid, Red kid, Brown 
kid, White suede. 





Extension Sole Strap. Extension Sele Pump. Black 
Black calf, Brown calf, Blue ; calf, Brown calf, Blue calf, 
ealf, Red calf, Black patent Red calf, Black patent 
leather, White suede. leather, White suede. 


lester pincus shoe corp. 


IF NOT ATTEND- 13) DUANE STREET, NEW YORK 12, 
ING SHOW, contact CHICAGO: 189 WEST MADISON STREET 
your Lester Pincus ST. LOUIS. 1405 WASHINGTON AVENUE 


sales representative. LOS ANGELES: ROOM 710. HAAS BLDG 
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Ir is a truism that happy people work more efficiently than those who are troubled or 
depressed. It is natural to expect that people who are working in a comfortable home 
atmosphere will have fewer irritations and annoyances than. those who are crowded 
into quarters far from their homes. 

The Middle Atlantic section is, to a large extent, agricultural, with many small towns 
and villages. In these smaller centers are located the great preponderance of shoe fae 
tories, staffed by people whose families have lived for generations in the communities 0 
which they work. 

Population in this section increased rapidly in the last quarter of the last centr, 
and many farmers settled into towns. Labor thus was plentiful in these towns, and 8 
number of industries grew up, among them the shoe industry. Workers had to be 


trained, for there were no skilled operators. Once [TURN TO PAGE 74, PLEASE] 





/ RUBBER COMPANY 


TRENTON, NEW JERSEY 





Hope you're headin’ this way for the big M A R S A show at the Benjamin Franklin Hotel. 
Here in Philadelphia, the shoe center of the east, plans have been made for a bang-up show, 
The Philadelphia Shoe Wholesalers invite you to their showings in the Benjamin Franklin 


and their showrooms on Fourth Street. Plan to make the Philadelphia Show. 


Famous Quaker City hospitality awaits you, 
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These Philadelphia Shoe Wholesalers 


Welcome You 


ALEXANDER RUBBER CO. - BANNER SHOE CO. - CAMITTA SHOE CO. 
DAVID SHOE CO.+ HARRY M. FEINSINGER - SAMUEL FOX 
FREEDMAN SHOE CO.- G. & G. SHOE CO. - MAX GONSHERY 
HILL SHOE CO. + HUNN SHOE CO. + HY QUALITY SHOE CO. 
IDEAL SHOE CO. + JANTZEN SHOE CO. - JOHNSON SHOE CO. 
KELLEY SHOE CO. + KOLB & CO. + KRISCHER. ROGERS & FISCHER 
L. C. SHOE CO.+ LYONS BROS. - M. MANDELBLATT - A. MELTZER 
PAYES SHOE CO.-R. PERLBERG+- SAMUELS & LONDON 
SCHAEFFER BROS. - J. SCHWARTZ SHOE CO.+ STERN SHOE CO. 


SYLVANIA SHOE CO.+ UNITED SHOE CO. + VANITY SHOES 


KRISCHER KLINE SHOES 


and other members 
of the Philadelphia Shoe 


Wholesalers Association 


JANUARY 19, 20, 21 
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EDWARDS WAY SHOES 


OXFORD 
4047—Brown. 4035—White 


OXFORD 
_ white and Brows 


PAYES SHOE COMPANY 


NO. 4th STREET : PHILADELPHIA 6 I 
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“Watch for labels that come with the shoes. 
Identified plastics from a reputable firm are your 
best sales insurance."—Footwear News 


Gold and green tags, in the design illustrated, 
are supplied to manufacturers using O'Sullivan 


Pedigreed Plastic. 
Boot and Shoe Recorder 





i ty years, people have had faith in 
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e National Shoe 
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PEDIGREED PLASTIC 


O’SULLIVAN RUBBER CORPORATION WINCHESTER, VIRGINIA 


DISTRIBUTORS 


MacPherson Leather Co. Shain & Co. Spruce Leather Co. Associated Mfrs., Inc. 
les Angeles, Calif. Boston, Mass. New York, N. Y. Washington, D. C. 
(Shoes & Bags) (Shoes & Bags) (Bags, luggage & Upholstery) (Upholstery) 
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the Volk family 










it’s 


it’s 


Exhibiting at the 


Starting Our 107th Year 


@ Since 1840 three generations of 


have maintained 


traditionally high standards of 
Quality and Service. 


HOME OF THE ) 


In Baltimore (svan SPANGLED BANNER 


P. H. VOLK & CO. 


2-4 W. LOMBARD ST. | 


In Philadelphia ( 


VOLK 
SHOE STORE SUPPLIES, Inc. | 


CRADLE 
OF LIBERTY 


109 NO. FOURTH ST. 


33rd annual M.A.S.R.A. SHOW 
HOTEL BENJAMIN FRANKLIN 
Philadelphia, January 19-20-21 


ROOM 459 


You are cordially invited to see the show's largest array of 
staples, specialties, shoe store supplies and many other items 


) 





for alert retailers. 








Parke Promoted 
At Darling Displays 


Bronson, MicH.—Al Parke has re- 
cently been promoted to sales promo- 
tional manager at the L. A. Darling 
Company, for its complete line of dis- 
plays, according to an announcement by 
Trowbridge H. Stanley, president of the 
company. 

Mr. Parke started his career as a dis- 
piay man in a retail store, as display 
manager of Lownsteins, in Memphis, 
Tennessee. He has also been in busi- 
ness for himself in New York in the 
designing and production of all types 
of displays, and was associated with 
















66 





Sears, Roebuck & Company, the Old 
King Cole Co., the W. L. Stensgaard 
& Associates, and for a considerable 
period with Walt Disney Productions. 


To Build Plant 


MILDRED, Pa.—CPA permission for 
the erection of a $150,000 shoe factory 
to be operated by Endicott-Johnson 
Corp. is being sought by the Sullivan 
County Industrial Association which 
has already secured pledges of the 
necessary funds from residents of this 
area. The building is scheduled for 
completion by June or July. About 300 
persons will be employed in manufac- 
turing operations. 











List of Exhibitors, 
MASRA Convention 


[CONTINUED FROM PAGE 36] 


Roo 
Sewanee Shoe Co. oe 
Shafer Shoe Co. 383.84 
Simon Pearl 
C. B. Slater Co. H 455 
M. Smugar 346 
Spauldy Shoe Co 437 
Stanal Sales Corp 394 
Stern Shoe Co. N 378 
Surrey Footwear Co., Inc. 
Tico Shoe Corp. 418 


Tober-Saifer Co. 
Tru-Stitch Mocassin Corp. 


United Shoe Co. 
Vanity Shoes 


Victory Footwear Sales Co. 
P. H. Volk & Co. 
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Waldman Bros. 

Walkin Shoe Co. 
Wall-Streeter Shoe Co. 
Chas. Waller Sales Co. 
Walnut Novelty Co. 
Wearwell Shoe Co., Inc. 
A. H. Weinbrenner Co. 
J. Weiss Shoe Co. 
Welleo Shoe Corp. 
Wiaele Toe Shoe Co. 
Williams Mfg. Co. 
Wing-Step Shoe Corp. 
Woman’s Wear Daily 
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Ad Introduces New 
Shoe Department 


MIAMI, FLA.—“Times have changed,” 
read the full page copy used by Hart- 
ley’s, East Flagler Street, to introduce 
the new children’s shoe department re- 
cently opened on the second floor adja- 
cent to the children’s clothing depart- 
ment. The prim little miss seated by 
the old-fashioned cook stove, waiting 
for her high buttoned shoes to dry in 
the oven, was definitely an indication 
that “times have changed” in the type 
of footwear for children. 

A complete line of children’s foot- 
wear is being offered for boys and girls 
of all ages. 

R. L. Baker, manager of the shoe 
department of Hartley’s, said that as 
soon as building materials are avail- 
able, something unique is to be offered 
in the way of a children’s shoe depart- 
ment. 


Celebrates 27th Anniversary 


MICHIGAN Crry, IND.—The Boston 
Shoe Store celebrated its 27th anni- 
versary in a three-day merchandise 
promotion, in which the staff of eight 
reminded the public that people whose 
mothers brought them to the store in 
the first years, are now bringing their 
own children for footwear. 
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line of staple and style shoes, honestly made and beautifully 
finished; genuine Goodyear welts and silhouwelts, in a full 


range of children’s and growing girls sizes. 


the attention of the entire shoe retailing. world to its compre- 
hensive service in juvenile footwear. Here is a well rounded 


| Wr JUSTIFIABLE PRIDE Lancaster Shoe Company calls 
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CAVALIER 


invites you 
to see the 


BOOT CREME 
LEATHER RENEW & 
SHOE DRESSINGS 


proven by time and tests 
best for the shoes you | 
| 
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ROOM 364 


BEN FRANKLIN HOTEL 
Philadelphia, Pa. 








































MADE BY 


CAVALIER CO. 
Baltimore, Md. 
Seld only fo 


the shoe trade 








Direct Ad Appeal to 
Importance of Fitting | 


ALLENTOWN, Pa. — In$titutional ad- 
vertising of children’s footwear is han- 
dled effectively by Wetherhold & Metz- 
ger, who use 55 to 65 inches of space 
at frequent intervals to impress upon 
customers the importance of correctly- 
fitted shoes for children from kinder- 
garten age to 14 years. 

A typical ad uses four or five col- 
umns of space, makes use of one 
or more illustrations and carries.a mes- 
sage based upon the fundamental ap- 
peal of the health and happiness of 


children, particularly foot health. 

“If you want to give your children a 
keepsake,” reads such an advertisement, 
“give them foot health from this famous 
Children’s Foot Health Center and they 
will be grateful to you all of their life. 

“The Number One essential in chil- 
dren’s shoes from kindergarten up to 
14 years of age (and on up from there) 
is proper fit, and proper fit naturally 
implies the right kind of last selected 
by sales people of knowledge, training 
and experience whose life’s work is 


~making and-keeping growing feet happy 


and secure. 
“Statistics show that nine out of ten 























Woventox 


MEN'S RIBBED-TO-TOE 
50% Wool—50%, Cotton 


HALF-HOSE 


“WOVENTEX" STYLE 8372/52... 
Staunch, warm Socks — the type men 
like. In 50-50 wool & cotton, and 
ribbed cuff to toe. Packed '/2 dozen to 
box: 2 pairs oxford grey, 2 navy, | 
cordovan, | maroon. Sizes 10 to 13. 


$5.75 DOZEN (Net 30 Days) 
PROMPT DELIVERY 


1 319 Fifth Avenue, New York City 16 














children develop some sort of foot 
trouble before they reach maturity. 
Many of these troubles can be traced 
directly to badly-built or ill-fitting 
shoes. Just as many are caused by the 
tendency of parents to permit children 
to wear outgrown shoes until they are 
worn out. Statistics prove that the 
average shoes sold to children would 
give fully two months longer wear at 
the precise time when the shoe is out 
grown. This is the time when the shoe 
should be discarded, but false economy 
governs, with the result that foot ab 
normalities develop in childhood. 

“An entire lifetime is ahead of our 
little folks and one pair of feet must 
serve them during this important life 
time.” 





Stores Increased 
Shoe Advertising 

LOWELL, Mass.—The Christmas sea- 
son this year found Lowell, Mass. 
shoe stores and department stores en- 
gaging in their greatest advertising 
campaign in history. A study of Lowell 
newspapers revealed an_ incre 
budget for shoe advertising. 

A survey shows that department 
store advertising managers & 
more space to be devoted to their shoe 
departments. Independent and retail 
shoe stores devoted more cash and more 
care for advertising than formerly. 
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THESE Ca ey NIES” 


« KNOWN FOR THEIR DEPENDABLE SHOES SINCE 1899 


MILLER HESS & CO.. INC. 


GROWING GIRLS GOODYEAR STITCHED 
SPORT OXFORDS 
AKRON PENNA. 




















MHUBLER SHOES INC. 


AUBURN PENNA. 




























‘M. H. BACHMAN SHOE CO.” 


FIRST-STEP AND INFANTS 
PURITAN WELTS 
MIDDLETOWN ; PENNA. 
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HIGHLAND WELTS HIGHLAND GOODYEAR STITCHED 
LITTLE DASHERS CHUB-I-CHUBS 











AKRON SHOES FOR A COMPLETE JUVENILE DEPT. PENNA, 
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VIRGINIA 
SHOE 
QMPANY 


INCORPORATED 




















makers of the famous 





SHOES FOR INFANTS 
AND CHILDREN 


FREDERICKSBURG, VA. 
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American Children Everywhere 



















Sales of Independent Shoe Stores 


Compiled by U. S. Department of Commerce, Bureay 
of the Census 


October, 1946 
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Pn Dan ¢asénebentes 8 +37 +9 43,605 
CE . bbdndeuecegoeceecs 12 +26 —11 149,683 
TE” scecvecacese 69 +11 +3 1,158,325 
Rhode Island ............ 7 +24 — 65 115,339 
South Carolina .......... 8 esee coon «(. ) 
South Dakota ............ ‘ coce coos | | 
a s cece ooo | |) eee 
DM  Givatieldataeseuewss 23 +15 +1 905,018 
MED aherines $éhencsisbses 3 ‘ sees 
rer a cece coco |«=Cl a 
eS 7 +1 +3 61,319 
ne ee 26 +19 +2 $30,897 
Wn WED. ccceccccves s eeee eoce eens 
| Ee ren i4 +17 +65 406,471 
I: ne cvnnaysacnaas 4 +27 +8 29,382 
Cote, Te. céccvctececes 42 +87 —1 803,758 
Los Angeles, Cal. ........ 32 +22 +7 607,7 
Portland, Ore. ........... 6 +21 —T7 116,798 
Re ee. Bi once suwies 17 +16 +4 243,962 
San Francisco, Cal. ...... 17 + 8 +10 472,198 
Seattle, Wash. ........... 10 +28 +3 149,659 


1Includes reports received too late for inclusion in previous 
monthly totals. * Number does not apply in all cases to the year 
to-date figures. * Insufficient data. ‘No data. ®°As compared with 
$10,511,718 in October, 1945, and $12,262,634 in September, 1946. 








Personnel Changes at Newark Store 


Newark, N. J.—Raymond Maybary, former manager 0! 
the B. Nelson and Company store, Newark, has been pro 
moted to supervisor at the B. Nelson’s New York store, 10 
E. 39th Street. 

In common with other stores in the chain, the Newark 
store has put two men in place of one. The new manager @ 
this city is Franklin Armento, who was connected with John 
Ward’s on Broad Street for nearly 10 years. The salesman 
is J. F. Stone, formerly with Selby’s in Newark. 

The company is planning to expand and within two 
months will open a store in Connecticut, later establishing 
a branch in Atlantic City. Plans for still other stores are ™ 
the offing. 
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TRADE MARK 
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BEAU-TREDS will soon be introduced to American 


women in advertisements in leading national magazines. 


L. E. BEAUDIN SHOE COMPANY 


HANOVER, PENNSYLVANIA 











EPHRATA ceveara, eenna 

















Mucn has been said and written concerning 
the importance of quality and its long-term economy in the 
merchandising of juvenile shoes. Ephrata‘’s thinking on 
this important matter may be simply stated: Ours is the 


old conception of the word quality—it means to us the | 


building of the finest shoes we know how to make; gather- | 


ing together and selecting the best materials to be found; 


and the careful making of them into sound, well-designed | 


juvenile shoes . . . And the bearing in mind constantly 
that these shoes must sell at a price most American parents 
can afford to pay. This is a formula which has, over a 


period of years, continued to work with increasing success | 


for Ephrata customers the country over. 


JUVENILE SHOES 


INFANTS’ - CHILDREN’S - MISSES’ 


| 
| 
| 
| 





Fine Quality 
PRE-WELT SHOES 


for 
INFANTS and CHILDREN 


a 


Made in the heart of famed 
Lancaster County—and backed 
by a record of nearly thirty 
years of unexcelled Quality 
and Fit. 


BADORF SHOE CO., Inc. 
LITITZ, PENNA. 























Be First in ‘47! 


Alert retailers and buyers are sure 
to be first by attending the 


33rd ANNUAL 
M. A. S. R. A. 


CONVENTION and SHOE MART 


HOTEL BENJAMIN FRANKLIN 
9th and Chestnut Sts., Philadelphia 
JANUARY 19, 20, 21, 1947 
e e os 
BACK AGAIN IN DOWNTOWN 
PHILADELPHIA. PLAN NOW TO 
ATTEND THIS GREATEST SHOW 

IN YEARS. 


¢ SEE LEADING LINES ¢ ENJOY STELLAR PROGRAM 
¢ SAVE TRAVEL, TIME AND MONEY 


MIDDLE ATLANTIC SHOE RETAILERS ASSOCIATION 


PENNA., NEW JERSEY, DELAWARE, MARYLAND, VIRGINIA 
DISTRICT OF COLUMBIA 


1429 Sheffield St. Pittsburgh 12, Pa. 














Baseball Football 
Basketball 
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\ THE SHOE THAT WEARS 
A 









Wve ® tees 


| The Fastest Growing Line 
Of Children’s Shoes In Ameriea 


6S & 


Genuine Goodyear Welts 








| Hiere’s a line that has everything! A name that clicks with kids. Check these 
features: Styles for Boys @ Girls ¢ Infants ¢ Children @ Misses and Growing 
| Girls in widths from A to E IN-STOCK. Retail franchises are still available in 


| profitable areas. Write or wire your nearest distributor. 
: Distributed by 
HY-QUALITY SHOE COMPANY 
113 No. 4th St., Phila. 6, Penna. 
Displaying — M. A. S. R. A. Show, Room 349 
| Hotel Benjamin Franklin, Phila., Jan. 19, 20, 21 
West of Denver, Colo., to Pacific Coast by 


WEST COAST SHOE COMPANY 
680 Mission Street, San Francisco, Calif. 











SMART PARENTS « CLEVER KIDS 
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- New Year’ 


TO OUR MANY CUSTOMERS AND FRIENDS ding anniversary at a dinner held re 


January 19, 


Once again show time in Philadelphia gives us the pleasure of greet- 
ing our many friends and customers. We are looking forward to manufacturers with factories in & 
1947 as a year of great progress under our American system of free Louis and vicinity, shoe workers afl 


Gerberichs Observe 56th 
Wedding Anniversary 


Si Greetings HARRISBURG, Pa.—Mr. and Mrs, § 


S. Gerberich celebrated their 56th wed. 


cently in the Hotel Harrisburger her 


—— ~~ Mr. Gerberich is president of Ger 
: é , berich-Payne Shoe Co., Mt. Joy 
A Cordial welcome awaits you in and is treasurer of the National ‘aa 


Manufacturers Association. Thirty 
7 


ROOMS 429-430 guests attended the dinner. 


Mr. and Mrs. Gerberich were map. 


during the M.A.S.R.A. SHOW ried in 1890 in a smal] country chureh 


north of Palmyra, Pa. They have two 
sons, Grant D. Gerberich and Clyde E 


Hotel Benjamin Franklin, Phila., Pa. Gerberich, both of whom are active i, 


the business. 


20, 21, 194 
2 7 Wage Boost and Holidays 


=_ For St. Louis Shoe Workers 


St. Lours—Under a new agreement 
recently signed by 16 women’s shoe 


iated with the Boot and Shoe Workers 


enterprise. ie . 

Pp Union, AFL, will receive increases of 

5 cents an hour in the wage scal 
scale, an 
For More Than Sixty Years increase of 5 cents an hour in the 
starting and minimum rates for work- 
MAKERS OF HIGH QUALITY JUVENILE FOOTWEAR ers and three holidays with pay. The 
ALSO CORRECTIVE & WEAK ANKLE (Corset) SHOES same formula had already been in- 


cluded in agreements signed _previ- 


P ously with three other prominent St. 
The W.L. KREID ER SON'S MFG. CO. Inc. Louis shoe manufacturing firme. Abel 


12,000 workers are said to be affected 





PALMYRA, PENNA. by the latest agreements. 








Happy Working People 
[CONTINUED FROM PAGE 58] 


trained, however, there was little dan- 
ger that these workers would move on 
to other jobs in other towns. The rea- 
son is obvious: shoe workers in these 
towns were home people, often active 
in community life, and with a definite 
stake in the community itself. 
The home character of manufactur- 
ing in this section has reflected itself 
i in the quality of the shoes produced 
there. Training on the job has been 
intensive, and often several members 
' of a family are shoe workers, each 
training the others as they come along. 
The number of skilled workers, there- 
fore, is large, and the tradition of qual- 
; ity workmanship is carried over from 
; one generation to another. 








Washington Newsreel 


[CONTINUED FROM PAGE 22] 


resistance to high leather prices. It is 
generally believed that hide and skin 
prices have not yet found their level 
and that it may take several weeks be- 
fore such values are determined. De- 
mand for hides and skins will not be 
definitely indicated until the price 
question is settled. The demand for 
leather is potentially the greatest on 
record, but the cost of the raw material 
will determine how much of this de- 
mand will be maintained.” 
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Spring is in the air... 


at the 


Middle Atlantic Shoe Retailers Show 


BENJAMIN FRANKLIN HOTEL 
PHILADELPHIA JAN. 19, 20, 21 













VISIT THE HULL SHOE 
COMPANY DISPLAY 
ROOMS AND SEE THE 
SPANKING NEW 
CHAPMAN'S SHOES 
FOR SPRING 

ROOMS 444 444A 




























CRIB TO CAMPUS SHOES FOR BOYS AND G 
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Convenience and Service 


Mark Shoe Department 


sEAPOLIS, MINN.—The shoe de- 
aes. of the new Gamble-Skogmo, 
Inc. Shopping Center, here, is arranged 
to provide quick service and convenience 
for a maximum number of customers. 
Three sections of chairs are arranged 
back-to-back, partly because the ar- 
rangement makes a more attractive 
layout, and partly because in this way 
customers can be brought closer to the 
stock and so be more quickly fitted. 

Mirrored display boxes along one side 
of the department are divided, with mir- 
rors at the bottom in which the cus- 
tomer can see the shoes she is selecting, 
and display space for various lines of 
shoes above. Stock is carried behind 
paneling which divides the mirrered 
boxes. 

A colorful decorative scheme is car- 
ried out in shades of green. Fluorescent 
lighting is used throughout. The shoe 
salon is located on the second floor of 
the shopping center along with cloth- 
ing departments, thus bringing all 
wearing needs together, making it pos- 
sible for a customer to outfit the entire 
family on one floor. 

Shoe accessories are carried in a 
brightly lighted case and are also ar- 
ranged on a table along the back of the 
case. This makes it convenient for the 
customer to select small extra items, at 
the same time that the display acts as 
a reminder of shoe accessory needs. 

The Gamble-Skogmo Shopping Center 
marks an innovation in that hitherto it 
has directed its activities toward the 
small town and the rural districts of 
the country. This urban center marks 
a new step in distribution of merchan- 
dise bringing into city neighborhoods a 
highly departmentalized, conveniently 
arranged shopping center where all per- 
sonal and home needs can be found in 
one store, 

The shoe section, placed at one end 
of the floor, affords a quiet spot where 
shoes may be selected at leisure in a 
colorful setting where every effort is 
made to give careful fittings to insure 
repeat customers. 





Detroit Firm Sponsors 
Radio Show 


Derroir, Mich.—A new venture in 
tadio advertising has been started by 
the Hack Shoe Company, now operated 
by Dr. Morton Hack and Leonard Hack, 
in the sponsorship of “Doctor of Medi- 
cine” on station CKLW. The program 
18 prepared by the radio committee of 
the Michigan State Medical Society, 
and gives authentic health information 
with the prestige of top medical au- 
thority 


Broadcast as a public service, the pro- 
gram features no direct advertising in 
, aad a brief mention of the 
Sponsor, show goes on every Fri- 
day at 12.45 p. m. ond 


January 1, 1947 





to blend with Fall 


casvals. Town brown 


and bleck. At better shops everywhere. 


About $8.50 


Coon 


PHILADELPHIA 


BY VANITY SHOES OF 





IEMPTAT 


Lay and fay 


/ 





See them at the show 


HOTEL 


| 
| 


BENJAMIN FRANKLIN 


JAN. 19, 20, 21 + THIRD FLOOR 


34 N. FOURTH ST., PHILA. 6, PA. 


| 
| VANITY SHOE Co. 
ete 


Open Women’s Shoe Store 


MUSKOGEE, OKLA. — Allen’s Shoe 
Stores have opened a new women’s shoe 
and accessories’ store here at 409 West 
Broadway. 





Store Provides Bus Service 


ATLANTA, GA.—A store parking ser- 
vice, complete with shuttle bus service 
for customers, has been put in at Rich’s 
department store. 

Customers using the service drive 
their automobiles into a huge parking 
lot, then ride the Rich’s shuttle bus to 
the store itself. After shopping, they 
ride the bus back to the lot to pick up 
their automobiles. The store furnishes 
the service without charge. 


Vet Reopens Store 


WILLIAMsPorT, Pa.— Yale Mamolen 
has re-opened Mary Lou’s Shoe Store 
at 2012 W. Fourth Street, in the New- 
berry section of the city. The store at 
134-1386 W. Fourth Street was closed 
four years ago when Mr. Mamolen en- 
tered the Army. He was attached to 
the Eighth Armored Division in Ken- 
tucky and later was a member of the 
Medical Corps. After his honorable 
discharge in April, 1945, Mr. Mamolen 
was in business with his brother. 

Unlike the old store, which sold wom- 
en’s and children’s shoes exclusively, 
the new Mary Lou store sells men’s, 
women’s and children’s footwear, spe- 
cializing in the last named. 
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MANUFACTURING COMPANY 
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Sincere Customer Service Makes Good Will 


Traveling Salesman Gives Boys on the Floor Benefit of His Observa- 
tions and Comes Up with Practical Sales Suggestions 


by A. G. HARQUAIL 


For 21 years I have been observing 
the “boys on the floor” in action. Their 
problems have been in a measure my 
problems, as they are selling the prod- 
ucts of my company. You might like 
to see how you look through the eyes of 
an interested observer. 

One of my associates relays this 
story. He was in quest of a lightweight 
Summer suit. Five good stores were 
visited; in four of these, the man on 
the floor simply shrugged his shoulders 
and remarked, “Sorry, nothing for you.” 
In the fifth store on this 95° humid 
day, the salesman, noting the perspira- 
tion, sympathized with my friend and 
asked what he could do. Upon being 
told, he informed my friend that the 
tropicals were not available, but sug- 
gested a combination sport jacket and 
slacks. 

The jacket being tried on, the sales- 
man carefully picked up his coat and 
put it on a hanger. There was no sale. 
As the salesman helped my friend on 
with his coat, he suggested that by July 
15th something suitable would be in 
stock. Here a cash transaction was not 
made, but there was a definite demon- 





7 


stration of good manners and sincere 
interest in a prospect—a prospect quite 
likely to be a customer in the fifth store. 

In my early days on the road, the 
family shoe store in Manhattan was 
really something. Mother and dad lived 
in back of the store, and there in that 
rugged environment the family grew 
up. When the door opened, a bell rang. 
Mother put the gas low under the soup 
and wiped her hands, then waited on 
the customer with a kindly greeting. 
Or dad would answer. The customer 
would be fitted. The confidence in dad 
about the durability of the shoes, fitting 
qualities and price, was something won- 
derful. And then Sam, Fannie or Rose 
would take over, and the whole family 
learned the business. This, in my opin- 
ion, was the schooling which graduated 
so many fine young men and women 
into the larger shops, and in many in- 
stances, to their own stores. It was the 
hard way to do it, but it paid dividends. 
Here, the man on the floor was born. 

Suppose that the boys on the floor 
are working in a modern fine family 
store, selling standard brands, where 
the store management stresses the ex- 





cellent service rendered. While fit: 
this ex-G, I., the young salesman a. 
plains the features of the shoe, 
the customer being fitted correctly, My 
Salesman suggests a pair of rubbers as 
an investment in longer life to the 
shoes. Then the customer asks: 

1. Are these synthetic rubbers a 
good as pre-war stock? 

2. How do you take care of these rub. 
bers? 

Now, Mr. Man on the Floor, hoy 
would you answer this good customer} 
If you didn’t know, what would be the 
logical thing to do? The answers are 
not on page 32. 

To question (1), you might say thg 
synthetic rubbers are quite durable; g 
worthy product. Improvements in gy. 
thetic rubber over a four year period 
have been outstanding. Fitting quali. 
ties are good. The present day rubber 
should really be wholly satisfactory, 

To question (2)—Keep your rubbers 
in a cool dry place. Be sure that the 
rubbers fit, as the wear is from the in. 
side, and improper fitting will shorten 
wear period. A soap and water bath 
occasionally will clean your rubbers and 
keep your shoes looking better. Tum 
them inside out when washing. 

This situation is presented as to test 
the alertness of Mr. Shoe Salesman. As 
I look the boys over, it is possible to 
take things for granted. We think we 
know all the answers, but on a simple 
accessory like rubbers, we may not have 
kept up with the changes. You might 
just as well know the things you should 
know about accessories to shoes as the 
shoes themselves. 

You might ask, “Where do you get 
this information?” Here is where trav- 
eling salesman Joe takes over. This is 
his responsibility. When the store buys 
rubber footwear, then arrangements can 
be made with the buyer or proprietor 
to have the salesman explain simply to 
the boys the construction, lasts, type of 
rubber used generally in industry. Some 
comparison made with pre-war rubber, 
and some points on care of rubber foot- 
wear. A rubber can be shown on & 
board, broken down into the different 
pieces that make up the complete con- 
struction. This educational stunt can 
be done in short pep talks at convenient 
times. It will be interesting and inspi 
rational if done right—yes—just the 
romance of an important accessory # 
the shoe. This could be done on canvas 
footwear and play shoes too. 

This article really doesn’t give all the 
impressions I have. Here possibly the 
point is that we can not know too much 
about the business we are in. Lets 
learn all we can about this wonderful 
shoe business which may be our life’s 
work. The more you know, the more 
confidence and poise you will have, 
the more successful you should be. You 
could really romance the item you ate 
selling, even a humble, but most pract 
cal pair of rubbers, which will 
many months of wear to those smart 
leather shoes and keep them 
better longer. 
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Making Good in 60% 
Location 


[CONTINUED FROM PAGE 33] 
the store in addition to pointing up 
the newness of the store’s design and 
the store’s policy of offering quality 
merchandise. A thumbnail sketch of the 
interior and exterior also appeared in 
the institutional series. : 

So effective were pre-opening ads 
(6 cols. by 10) in creating interest 
among potential customers that on the 
last of the series of insertions a line 
“prevue showing and opening Friday’ 
was added, which invited the public 
into the store a day in advance of their 
formal opening. 

With the conclusion of their prior- 
opening advertising, in the first mer- 
chandising copy the theme was changed 
from “Presenting Arden’s” to “Arden’s 
Presents,” which displayed the shoes 
and accessories offered for sale. 

Though the selling space of the store 
equals the area of a rectangle only 28 
by 32 feet, the oval-shaped room ap- 
pears much larger through use of full- 
length mirrors on the walls and center 
column. With a view to making the 
store especially enticing to the femi- 
nine buyer, the interior decorations in- 
clude carpeting in rose quartz color 
with a carved design, gray wallpaper 
with a grotesque design, unit fluores- 
cent lighting (flush with ceiling), rob- 
in’s-egg blue leather upholstered chairs 
and settees done in oyster white che- 
nille and rose leather to blend with the 
carpet. 

The stockroom, with a capacity of 
10,000 pairs, is concealed between the 
angles of the rectangular space of the 
two former storerooms which house 
the store and the oval-shaped sales 
space, which actually is a room within 
8 room. Offices, also concealed, are on 
the mezzanine. 

The sign on the front of the Italian 
marble facade is made of light chro- 
mium steel and is lighted by concealed 
fluorescent tubing which casts a soft 
light on the sign and also upward and 
downward, differing in this later re- 
spect from trough lighting. 

Designed and furnished by the Wohl 
Shoe Company’s architectural and in- 
terior decorating department, in St. 
Louis, the owners of the store, it is the 
first individual retail outlet in this 
price bracket the firm has opened. 


J. B. Johans, vice president of Wohl 
Shoe Company, who planned the opera- 
tion, attributes the remarkable success 
of Arden’s to the power and influ- 
ence of nationally advertised lines, plus 
beautiful presentation. 





Army Turning to Smooth 
Leather Shoes 

Civcinnatt, On10O—“It’ t 
tion whether putting the flesh or fussy 


side of shoes outside helps preserve the 
leather,” Dr. Fred O’F laherty, research 


Jonvary |, 1947 








Thirty Years A’ Growing 


with one objective constantly in view 


SERVICE 





Covering distribution and dependability of product, always recog- 
nizing the necessity for fairness and equity in relations with our 


customers, who in the final analysis are the arbiters of our success. 


During the period of war-time shortage our policy being to distribute 
a proportionate share of production to large and small accounts on 
as equitable a basis as conditions permitted. Service is our watch- 


word and will continue-to be so. 


WILLITS SHOE COMPANY 


Halifax, Pa. 

















director of the Tanners’ Council Re- 
search Laboratory at University of 
Cincinnati, declared Dec. 2, as the War 
Department disclosed that new lots of 
Army shoes will have the grain side 
outside and the flesh side inside. 

Dr. O’Flaherty discussed the subject 
at a meeting of more than 20 leather 
experts convened here for a two-day 
session to study the care and preserva- 
tion of leather as part of a War De- 
partment project. The Quartermaster 
Corps, it was reported, spends approxi- 
mately $200,000 annually for leather 
research and 90 per cent of it goes for 
shoe studies. 


The conferees represented universi- 
ties, War Department, shoe and shoe 
machinery manufacturers and the De- 
partment of Agriculture. 

Dr. O’Flaherty reported that too 
many soldiers were reluctant to use 
dubbing on their shoes. “That’s when 
the leather was turned inside out and 
they couldn’t be shined,” he explained. 
“But now the situation is reversed. We 
have a new polish that keeps them 
shiny, but still preserves and nourishes 
the leather. They’ll wear just as well 
and look prettier than the fuzzy shoes, 
even though GI Joe is going to gripe 
about shining them again.” 
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odern Shoe Store 


Exterior of Lawrence’s Waikiki in 

Honolulu. The store, which is com- 

pletely modern, is said to be one oj 
the finest on the island. 


Manufacturer’s Shoe Store, which 

he started in 1942, and Lawrence's 

Lawrence's Waikiki, exclusive women's Waikiki, his Bowe VE Both 
shoe salon, offers both the newest foot- stores are operating with a high de- 
wear and matching accessories te style- gree of success, Mr. Santos reports. 
Lawrence’s Waikiki is located in 


conscious customers in this distant outpost 
the Outrigger Canoe Club Arcade, 


familiar to all tourists in Honolulu, 


Motion pictures and dime novels _ rence Santos, who recently opened on Kalakaua Avenue between the 
have convinced a large section of an exclusive women’s shoe salon in Royal Hawaiian and Moana Hotels. 


the American public that everyone Honolulu, knows better. Mr. Santos The store is thoroughly mod- 


goes barefoot in Hawaii, but Law- is now the pleased owner of the [TURN TO PAGE 104, PLEASE] 


Interior of the new Hawai- 

ian store. Attractive use of 

color and mirrors strateg- 

ically placed make this a 

pleasant place in which to 
shop for shoes. 
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42 600 is the price paid for the steer T.O. Pride at the Kansas City 
American Royal livestock show. Jack Hoffman, Ida Grove, Iowa, is the seller 
and T,O. Pride’s groomsman. Acme Boot Mfg. Co., Clarksyille, Tennessee, 

bought the hide, earmarking it for a pair of $3,500 boots, and specifying 
“TANNAGE by TROSTEL.” Trostel Tannage is Trusted Tannage . . . as 
uniformly evident in $3,500 boots as it is in $10 shoes . . . Trostel Tannage 

isa proved technique in making better leathers for better footwear. 


The above boot is one of Acme’s prize in-stock styles in Trostel’s ‘Trusted 
Tannage. When tanned by Trostel, T. O. Pride’s hide will become a $3,500 
pair of boots in an exclusive design by the Acme craftsmen. At left — this fine 
hide from this blue ribbon steer rated very high in perfection —a natural result of 
specialized breeding and scientific handling 
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« FINE CALF AND SIDE LEATHERS - MILWAUKEE, WISCONSIN 
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He brings ‘em in 
and 
helps you sell 





Here he is again — Trimfoot’s Baby Deer. Mothers who see him 
in your store will come to you for their children’s shoes because they 
recognize Baby Deer as the symbol of high quality, reasonably priced 
shoes, and here’s why: 


Month after month, Trimfoot’s national advertising to parents has 
been scientifically measured for effectiveness...and month after 
month Trimfoot’s ads, featuring Baby Deer, have attracted more 
readers than any competing shoe advertisements regardless of size 
or color. 


To you, the shoe dealer, that means that more mothers read the 
story of “Cuddle-Back,” Trimfoot’s patented feature. They read 
about Trimfoot’s modern production methods that cut costs that 
make high quality possible at reasonable prices. And they associate 
these basic advantages with the Trimfoot trade mark, the Baby Deer. 


Display Baby Deer in your store. In your windows and on your 
counters, he’ll attract customers, boost turnover, increase profits. 













TRIMFOOT COMPANY « TRIMFOOT TERRACE « FARMINGTON, MISSOURI 
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DETROIT SHOE BUSINESS 
DROPS 


G ENERAL drop-off in business in the 
Detroit area has been met by retailers 
with surprisingly good humor. Basic 
reason appears to be a fundamental 
realization that the present period is a 
typical shakedown of business after 
the artificial conditions of the war 
period, and that the readjustments are 
necessary. Most significantly, business 
was not always so good as it was dur- 
ing the war years, and many mer- 
chants had forgotten the levels which 
they figured as normal prior to that 
period. With a return to something 
like prewar normal—which means a 
recent drop-off of about 15 per cent 
locally, averaging up diverging reports 
—the level of business is still one of 
marked profit opportunities for the 
well-operated store in this area. 

For one thing, inventories are much 
below normal, because of the shortage 
of supplies at the factories, and conse- 
quently the carrying charges can be 
reduced somewhat. The low stocks on 
shelves, again, place retailers here in 
an excellent position to readjust 
quickly when the direction of current 
trends is a little clearer, without being 
hampered by the necessity of making 
some disposition of large stocks on 
hand. There was even one break to- 
ward a pre-Christmas sale on the part 
of one downtown store, although the 
example was not followed by others. 
This is symptomatic of the both un- 
conscious and deliberate general policy 
of keeping stocks low, though all evi- 
dence points toward a marked resump- 
tion of buying by retailers starting in 
January. 

Retailer-wholesaler relations, which 
have generally remained friendly in 
this area all during the war, are show- 
ing some return to normal, with trav- 
elers doing a job of selling again. In 
recent months, many have restrained 
selling efforts because of short supply. 
but have continued to maintain con- 
tacts and goodwill. It is notable that 
this effort at keeping up relations dur- 
ing the period of a seller’s market is 
beginning to pay off again. 

Retailers are becoming more care- 
‘ul in scrutinizing shoe quality, reflect- 
mg & growing trend among their own 
customers that is part of the increas- 
ing sales resistance noted widely here. 
This is less resistance to the price than 
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an insistence upon quality; customers 
are willing to pay much higher than 
prewar levels for their shoes, but ap- 
pear to want good quality for their 
money, more than they required dur- 
ing the years of shoe scarcity. 

Some portion of the slump has been 
attributed here to automotive plant 
lay-offs, resulting from the coal and 
steel shortages, but the exact extent of 
this impact on retail business has been 


hard to gauge. 
* ee 


DEMAND FOR EVENING 
SHOES IN MIAMI 
A RETURN to the social life of Miami 


has created a tremendous advance in 
sales of evening slippers, also in ultra- 
smart shoes for afternoon wear. This 
is the story throughout the area. From 
iashionable Lincoln Road an impres- 
sive picture is painted. Women are 
after smart shoes and are showing 
much discrimination in their pur- 
chases. They want shoes that will 
match or harmonize with various cos- 
tumes, and are buying as many as they 
can find to build up their resort ward- 
robes. 

A. S. Blatt, buyer for Delman at the 
Lincoln Road salon, reports that rep- 
tiles continue to be very strong. It has 














High style platforms and pumps are 

presented against an urban pano- 

rama, in this ad by the J. L. Hudson 
Company, in Detroit. 


ween a wonderful season for color, with 
red and green leading as basic colors, 
and with a lot of golden yellow, fuch- 
sia, wheat beige in the picture. He 
states that women have fast returned 
to their old keen appreciation of a 
shoe to fit every occasion and after the 
long period of rationing, are again 
building extensive wardrobes of. the 
right kinds of shoes. A medium plat- 
form is among the best sellers; women 
prefer something a little conservative 
in the sole, but like the comfort of a 
platform. 

There is plenty of glamour in eve- 
ning shoes, but shoe men are also sell- 
ing a considerable number of plainer 
models. There is so much glitter and 
trim in most of the evening gowns this 
season that a plain slipper is fre- 
quently in better taste than a more 
glamorous one. But still there is a 
great deal of glitter and sparkle to the 
more popular evening shoe. 

All shops report an unusual business 
in house slippers of all kinds. These 
shoes follow the popular trend of 
shoes; they are very smart and dressy 
in detail. 

Black patent is quite popular, par 
ticularly for the woman with a limited 
shoe wardrobe. It is the shoe that 
goes everywhere and with everything. 

Combinations continue to be offered 
in the better shops, along Lincoln 
Road in particular. I. Miller has a 
three-piece ensemble—bag, belt and 
sling pump—in snake in a choice of 
several colors. Milgrim is featuring 
a matching glove and belt with a line 
of snake shoes. Another store has a 
matching hat, shoe and bag set in 
reptile. ei 


BALTIMORE BUSINESS 
ON EVEN PLANE 


THE two big recent news events—de- 


control and the coal strike—left virtu- 
ally no serious mark on the retail shoe 
business in Baltimore, since there was 
still a tendency in all the stores to 
keep prices down. “We haven't gone 
far enough yet to feel the crux of it,” 
said one shoe buyer. Shipments were 
coming in in fair amounts during the 
embargo of coal. However, this was 
not too serious a situation since ship- 
ments coming in for December and 
January are always more or less 
muted, with buyers pushing slippers 
for Christmas promotion and taking 
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inventory to move their stock in Janu- 
ary sales. The approach then has been 
to go along on an even plane, neither 
up nor down. However, it will be late 
in January or February before dealers 
will feel price increases to a great ex- 
tent—or worry too much about ship- 
ments. 

At the moment, however, according 
to the buyer at Stewart & Co., “Manu- 
facturers of arch-type shoes are raising 
prices since they put more findings in 
shoes. The coal shortage did not 
affect us. Here we find black suede, 
brown suede, black calfskin and 
brown calfskin moving well. There 
have been numerous calls for red calf- 
skin for December. Alligators have 
slowed down in demand, possibly be- 
cause women have bought in alligators 
and now there is a mild surplus on 
shoe shelves.” 

One store manager reported a great 
demand for leather shoes, stating that 
stores were getting out of the suede 
season. All heel heights were selling 





well. Spectators in calf also were 
selling in abundance. The low heel 
too was steadily rising in popularity. 
Black, brown and red calf were lead- 
ing in sales. 

Regarding shoes for Winter va- 
cation trips, Opel White, at Hahn’s on 
West Lexington Street, said, “Winter 
vacations do not mean a lot. Not many 
can afford trips in all class groups or 
warrant heavy stocking of brown and 
white spectators.” 

Generally, there is not too much 


promotion in newspapers and windows - 


or white shoes for Winter trips. 

Reptiles with platform soles and 
heels are still holding the day, al- 
though one store which stocked them 
did not have the narrow widths. There 
was an increase in blue and red alli- 
gators in open toe, bare sandals also 
in one window display on North 
Charles Street. 

* 8 # 


SAN FRANCISCO STORES 
HOLD PRICES 


THOosE who have been predicting that 
shoe prices would skyrocket with the 
lifting of OPA controls received a jolt 
recently when they opened their morn- 
ing papers and saw that Sommer & 
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Practical, yet stylish, the street-wear 
shoe with the sling back was featured 
in this ad of Hess, in Baltimore. 





Kaufmann were actually having a shoe 
sale at greatly reduced prices. Adver- 
tised as a clearance event of finer dress 
zhoes, regularly OPA-priced at $10.95 
to $32.50, reduced to $7.90 to $19.90, 
the sale featured reptiles, including al- 
ligator, and a variety of leathers and 
other materials, in black, brown, beige. 
gray, blue, red and green. From the 
moment the store opened it was 
swamped with an avalanche of buy- 
ers. 

A survey of the leading shve stores 
shows that all of them have been hold- 
ing to their regular prices and intend 
doing so unless forced to make in- 
creases by higher wholesale prices. 
Some have made reductions in prices 
mostly in novelty numbers and in the 
top price brackets, and a few of the 
smaller stores have made very slight 
price increases in the medium and 
lower priced lines. 

Following the elections, there is a 
general feeling of optimism although 
there is some conflict of opinion as to 
whether we are headed for inflation or 
deflation. One merchant stated that 
he is now being a little more conserva- 
tive in buying novelty and high priced 
numbers. He feels that there is a 
definite consumer trend away from 
these numbers and in favor of the 
medium priced lines. When told that 
there is a scarcity of these the cus- 
tomers’ tendency is to get along with 
what they have and wait until the new 
stocks arrive. It seems quite evident 
that the days of lush spending are 


over. 
* * 


ST. LOUIS INVENTORIES 
IMPROVE 
TuHoucH still unbalanced and lack- 


ing an even distribution of styles and 
sizes, inventories of women’s shoes in 
St. Louis have improved greatly in re- 
cent weeks. Stocks of men’s shoes also 





have increased but in a much lesser 
proportion than women’s footwear, 

With the build-up of stocks haye 
come the first signs of a return to com. 
petitive merchandising. Salesmen are 
being reminded that they will have to 
develop their salesmanship and do 
more than merely serve as order takers, 

While agreeing that customer oppo- 
sition to inflated merchandise is here 
to stay and that the period of “the 
consumer will snap up anything of- 
fered” is over, buyers and retailers are, 
nevertheless, optimistic in predictions 
for the future. They describe the de. 
mand for desirable styles as unlimited, 
but sound a warning against indis- 
criminate buying. 

The caution and greater selectivity 
of the consumer can be offset, they 
believe, by the greater variety which 
their improved stocks will make po 





sible. Consumer resistance, they point 
out, is more a resistance to “over 
price” than it is to “price.” 

High priced shoes in both the men’s 
and women’s categories are moving 
while the “over priced” styles in any 
dollars and ‘cents bracket are not. As 
grounds for this opinion the manager 
of the women’s department in one of 
the large department stores explained 
that the demand for shoes in the $6 to 
$10.95 bracket was great, while shoes 
in the under $6 range were not selling. 
He added, however, that one of the 
reasons for the lack of sales in the 
lower priced bracket was lesser num 
ber of styles. 


CHRISTMAS SALES OFF 
IN LOS ANGELES 


CHRISTMAS sales volume was de 
scribed as off from a “negligible 
amount” to as high as 20 per cent by 
leading Los Angeles shoe retailers. 
Although inventories, in most cases, 
were good, there were sharp decreases 
in unit sales of higher-priced shoes, 
casuals, and slippers, with unbranded 
lines suffering the worst setback. 
The majority of retailers noted ne 
sharp price resistance, except in wo 
men’s slippers and in unbranded 
lines. Women’s slipper volume slack- 
ened perceptibly. One large depatt- 
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QUALITY-WISE MEN 


com ng your way J 






d, They've seen Foot Pals, advertising in their favorite 
magazine. They're interested. The next step is up to you. 
y You’re the man to show them the extra comfort, 

the flexibility and fit that go with the stand-out 


styling of Foot Pals which caught their eyes. 









When a man walks out of your store with 


Foot Pals you’ve usually made a customer for keeps. } 






Dealer records show 8 out of 10 come back to buy again. 






That’s the kind of shoe — and the only kind — on 






which you can build up an increasingly growing, 






profitable business. There’s a good future for you 


with Foot Pals! The Wall Streeter Shoe Co.. 
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North Adams, Massachusetts. 
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ment store advertised these slippers at 
a 50 per cent reduction in price dur- 
ing the height of the Christmas shop- 
ping season. Reaction on sales of 
men’s slippers was divided. One 
huyer reported his men’s slipper vol- 
ume up 228 per cent over last Christ- 
mas, attributing this amazing increase 
to the fact that he had plenty of good 
branded lines for the first time in four 
years and had advertised them heavily. 

One merchant noted that there was 
price resistance, but that it was not 
demonstrated when the customers got 
inside the store, and that less resis- 
tance was offered the branded lines 
than the unbranded. His reaction was 
voiced by most retailers. 

Most retailers expect to offer big re- 
ductions in their retail footwear prices 
during January to clean house. One 
buyer stated that he was going to get 
rid of every pair of slippers in the 
house, mostly branded ones, “even if 
I have to cut prices till it hurts.” Fur- 
thermore, he said that he was going to 
sell out every shoe that proved that it 
wouldn’t move within several weeks 
after it had been put on the floor. 





Casual sales have fallen off as much 
as 50 per cent, it was found. This 
slump was felt particularly in fabric 
and wedge types. “What I think is 
needed is a slip-lasted casual with a 
full platform, not a wedge, which 
many women find unflattering to their 
feet,” was the opinion of one merchant. 
He also felt that casual sales would 
increase if prices went down and there 
were more closed-back styles. 

Dressy black suedes and patenis 
were best sellers in women’s shoes. 
However, one retailer said that he 
found the basic type shoe with smart 
styling outselling the fancy types. “I’d 
like to see more closed quarters,” was 
the combined opinion of retailers. One 
buyer found that the demand for 
closed quarters was not coming from 
young women as much as it was from 
matronly women who wanted stylish 
but practical shoes. He conjectured 
as to whether women would buy them 
when his store started receiving them 
in quantities. 

In men’s shoes, one retailer enjoyed 
an overwhelming increase in the de- 
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mand for alligator calf and combina- 
tions of alligator with suede or calf. 
* * 
HOLIDAY SLIPPERS 
SOLD IN NEW YORK 


CHRISTMAS business may have 
started later this year, but New York 
shoppers made up for lost time. It 
follows, of course, that people buying 
many gifts did not buy themselves 
many pairs of shoes. However, they 
bought slippers to give as gifts. The 
department stores saw the vast multi- 
tude of shoppers and shoe stores suf- 
fered slightly. 

Casual shoe sales were low in most 
stores. A department store reported 
good sales on the footwear on sale in 
the ski shop. These included ski boots 
and after-ski shoes. Stadium boots, 
particularly those with rubber uppers. 
were also big sellers. 

Christmas shopping also delayed re- 
sort and evening shoe business. Only 
one department reported customers 
seeking white shoes, and reported ad- 
ditional interest in navy rather than 
high colors for resort shoes. In gen- 
eral, retailers predict a limited resort 
business. 

According to recent reports, the 
closed shoe is gaining ground steadily. 
Most stores still complain of not hav- 
ing enough closed shoes to meet the 
demand. There seems to be an equal 
division between the preference for 
patterns with open toe and closed 
quarter, and closed toe slings. From 
all indications retailers surmise that 
the closed shoe will be a very big shoe 
by next Fall. 

There is still spasmodic interest in 
high platforms, but generally. speak- 
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This “hit shoe" of red lizard, for 
holiday wear, was offered recently 
by Ardens, in Oklahoma City. 





ing, they are being replaced by the 
quarter- or half-inch platform. 

Business was generally good in chil- 
dren’s departments. Shearling slip. 
pers, held back by the warm weather, 
sold well for Christmas. 

Men’s departments also fared wel) 
because their stocks have been so low 
that men are still in great need of 
shoes. In the past few weeks their 
inventories have been increased 
slightly. There are some signs of price 
resistance and one department reports 
many credits, attributing this to the 
fact that shoes necessarily higher in 
price have not been up to par in 
quality. 











UNIT SALES OFF 


IN CHICAGO 


In the last ten days’ drive for Christ- 
mas business, much advertising em- 
nhasis was given to leisure and lounge 
footwear with many of the specialty 
shops featuring luxury slippers of 
many types. Joseph’s ad was by far 
the most impressive, a_ six-column 
spread with the caption “Elegance Be- 
gins at Home.” Scattered around a 
central figure of a woman in hostess 
gown were twelve different models of 
lounge footwear. They included clogs, 
satin mules, scuffs, sandals, with low, 
high, and wedge heels and platform 
soles. Blum’s made a similiar cus- 
tomer approach when they also fea- 
tured hostess slippers, all of these on 
high wedge heels, and elaborately em- 
broidered or studded with gilt or sil- 
ver. Similar appeal was aslo made by 
Field’s and Carson’s who in several 
ads stressed the wide variety of stocks 
which they could offer to gift shoppers. 

The drop in unit sales, evident in 
November, carried on into the last 
month of the year. On the whole, mer- 
chants found that there had been a 
slump of about 10 per cent in unit 
sales, but they do not consider this 
alarming. That customers are more 
discriminating and more demanding in 
their search for value-at-a-price, 1s 
true in almost all lines. Shoe mer- 
chants state that they expect a reces- 
sion into the early part of the year and 
are making their buying commitments 
accordingly: 
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NEW YORK OFFICE 
656 Marbridge Bldg. 


CHICAGO, ILLINOIS 
1208 Republic Building 


Also West Coast Rep. 















Well, that slice of the women’s shoe business in your community is 
yours — to have and to hold — with Miller Orthopedic Shoes. Figures 
show that these shoes do sell, stay sold and build volume among fortunate 
wearers and all the friends to whom they tell the quality and comfort- 
satisfaction story. 


With the Miller line, there are never left-overs, never mark-downs. These 
shoes are worth as much at the end of the season as at the beginning. 


While we are NOT yet in position to take on new accounts, we are 
ready to send information that will show you just how valuable the Miller 
franchise really is. Decide this very day to assure yourself of a whopping 
piece of that pie—write us. 


THE MILLER SHOE COMPANY 
415 CHERRY STREET @ CINCINNATI 23, OHIO 


Onrthomedic 
shoes— 


ORTHOPEDIC DIRECTION OF ALBERT E. ELINEICHT 














ES 


Recorder 


o 
° 
= 
“ 
~~ 
c 
o 
_ 
° 
oO 
a 











Don't axpect.one member of the. 
family to get away with walking aa 


SUEDEX Soles after the others find out. 
For EVERYONE wants the turf-tread comfort, 

the safer, dryer walking, the smarter colors 

and the truly EXTRA wear, you get with SUEDEX. 
So better be prepared to sell the whole family. 





insist NOW that your entire sports line 
has soles of SUEDEX. : 
PANTHER-PANCO RUBBER CO., Chelsea, Mass. 




















Co-ordinated Accessories Spur Casual Sales 


[CONTINUED FROM PAGE 29] 


step ahead of the consumer who must 
be sold on casual shoes. They have an- 
ticipated another question in her mind: 
Where shall I ever find accessories to 
wear with this color, or this fabric, or 
this leather? 

Today’s woman customer is undeni- 
ably fashion-conscious and, although 
she may not know it by name, she is 
also conscious of coordination. She 
knows that it makes for good fashion. 
She likes to wear unusual and colorful 
casual footwear, such as is available 
this year, she finds herself confronted 
by this problem: These shoes will lose 
their fashion value if not properly 
matched. Can I match them, and if 
so, shall I have to shop from store to 
store? 

Thanks to the foresight of several 
shoe manufacturers, you, the retailer, 
can answer Mrs. Consumer. Yes, these 
colorful shoes can be matched. Where? 
Right in your shoe store or, if you are 
a wise and progressive department 
store buyer, right in your shoe depart- 
ment. Perhaps the independent shoe 
retailer or manager of a shoe chain 
unit need not give this subject as much 
study as the department store buyer 
and merchandise manager. In a shoe 
store which carries accessories this 
merchandise is close at hand, facili- 
tating the related selling which simul- 
taneously adds up both volume figures 
and satisfied customers. These shoe and 
accessory coordinations are ready-made 
promotions for shoe stores. 

However, this does not mean that 
they won’t serve the same profitable 
purpose for department stores, not, at 
least, if these merchants can be brought 
around to the new school of thought 
which is invading the shoe industry. 
That thought is this: if shoe manu- 
facturers can sell coordinated acces- 
sories why can’t shoe departments sell 
them? 

First of all, it is a thought alien to 
department store policy in general. 
This policy delegates to each depart- 
ment a particular item of merchandise, 
thereby placing the department’s oper- 
ation within certain boundaries. By 
this code a shoe buyer buys shoes only. 
If there are bags and belts to be had 
from a shoe resource, then the bag and 
belt buyers must buy them. All well 
and good; this is in keeping with one 
advantage of department store opera- 
tion: departmental stock control and 
accounting. But if the belt, which was 
designed specifically to match the shoe 
must be sold in the belt department, 
and the bag in the handbag depart- 
ment, then what has happened to the 
theory that departmentization is an 
aid to selling and to shopping? Mak- 
ing shopping easy is a fundamental of 
merchandising today; it will be even 
more essential in the days to come when 
competition is more keen. 


A pink or yellow leather shoe, or a 
linen shoe, can draw a blank in your 
shoe department, meaning nothing ex- 
cept a shoe which can’t be matched. A 
sign which tells the customer that 
matching accessories can be found on 
the main floor adds little significance. 
By the time she gets back to the main 
floor she is very apt to have forgotten 
the shoe or decided not to bother. If 
you would sell even one item in these 
coordinations you must present all the 
items together, and group presentation 
will usually sell them all. Together 
they tell a story and such stories are 
the voice of suggestive selling. 

A few department stores have fairly 
recently instituted accessory bars in 
their shoe departments. But they are 
far outnumbered by those who raise 
the cry of “Not enough space!” It’s 
only too true, many of you haven’t suf- 
ficient selling space for shoes, much 
less accessories. But for such promo- 
tions as we are considering, a very 
small number of square feet will do the 
selling trick. While one manufacturer 
usually has a small booth in the de- 
partment, another offers an attractive 
tree for the bags. 

A device of this sort can be given a 
small but prominent place in the de- 
partment and serve not only as a dis- 
play but also a functional selling unit. 
If the bags are bought by the handbag 
buyer perhaps it will be necessary to 
record bag sales in a separate book, or 
at least use another department num- 
ber. But if the accessories are access- 
ible to the customer for self-service, as 
they would be on the suggested tree 
or rack, extra salespeople would hardly 
be necessary and your shoe clerk would 
enjoy’ larger sales tallies. 

Buyers have raised other objections 
to coordinations, such as prices being 
out of line and timing of shipments 
poor. The latter objection arose from 
the problem of getting accessories and 
shoes from groups of manufacturers 
Now just one manufacturer is ship- 
ping all the items. Those whose mer- 
chandise is pictured here have also 
overruled the price objection. They are 
all in the medium bracket and the co- 
ordinated items average about the 
same price, varying one way or the 
other by only a dollar or two. One 
buyer also mentioned that in the past 
bags for such coordinations have been 
poorly styled and were usually too 
small. But the alert casual stylist ap- 
parently anticipated this objection, too; 
their bags are now utilitarian. 

Thus, there seems to be no problem 
left unremedied in this coordination 
program. Every angle of saleability 
which you retailers have suggested has 
been incorporated in this merchandise. 
Well-planned for success, it now has 
only to be presented to the consumer 
in the right way—and that is up to you. 


First Signs of Spring 
[CONTINUED FROM PAGE 31] 


In the handling of materials, how. 
ever, they are showing increasing sof. 
ness and fullness in shoulders, hips ang 
hem lines. Capes, cape effects, shawl eq. 
lars, yoke effects and sleeves moderately 
full all the way down to the cuffs give 
the appearance of a more generous psp 
of materials. Peplums, bustle 
swathed hip lines, tiered skirts give th 
same look to skirts. Some skirts, to, 
are fuller and longer. 

Two silhouettes are much talkedof 
in two-piece costumes right now: the 
longer cutaway jacket of Regency o 
Dandy inspiration and the very shor 
bolero. With these we foresee closed, 
untrimmed pumps as a happy shoe 
ordination. Spat shoes will also look 
very right with the slightly mannish 
cutaway. In hats, tricornes, derby, 
off-the-face rollers and high crow 
hats, with a top hat look are fashion. 
right with these clothes as are the long 
walking stick type umbrellas. 

In coats there will be both long fitted 
coats and shorter flared ones. The great 
coat, very voluminous, is also expected 
to grow in importance. Again the Re 
gency influence appears in the long 
fitted coats and here there is a special 
rightness in the high-riding shoe. Where 
the wearer of the original postillion 
coat would have worn boots, a woman 
can feel smart in a high-riding shoe, 
opened-up for Spring. In ankle straps, 
too, there is a higher-riding look that is 
pretty with fuller, longer skirts. 

(This is the first of a series of arti- 
cles on Spring ready-to-wear.) 


Second-Floor Store Opened 


DecATUR, ILL. — Berland’s Fashion 
Boot Shop, located here at 326 &. 
Water Street since 1926, is now operat 
ing in its new quarters on the second 
floor of the Citizens Building. During 
the shop’s twenty-year stay in the city, 
it was housed in attractive quarters in 
the basement under the Blakeney & 
Plum clothing store, and easily a 
cessible from the street level. Remodel- 
ing of the new store has taken many 
months due to the scarcity of materials 
Louis K. Berland, owner, has shelving 
space for 5000 pairs of shoes in the new 
quarters, with considerable storage 
space in the basement, and an 6 
arresting display in the lobby. 








California Store 


Changes Hands 

San Jose, Cauir—The Roy Nylin 
Salon, health shoes, 242 South 
Street, has been purchased by the Co- 
boid Co., of Chicago, and is now known 
as the Cuboid Foot Relief Salon. 

The store will be operated by the 
home office of the company, and 
be under the management of Jame 
Shaffer, it has been announced. 
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WHOLESALE DISTRIBUTORS OF WOMEN'S FASHION SHOES 
152 DUANE STREET * NEW YORK 13, N.Y 


AT PHILADELPHIA ROOMS 405-406, BENJAMIN FRANKLIN HOTEL 
Jan. 19-21: in attendance, M, E. Frank; S. Friedman; J. Kaufman 








St. Louis 


MANUFACTURERS have not gone on record in predict- 
ing the effects of the blanket wage contract signed De- 
i cember 13 between themselves and the Boot and Shoe Work- 
ers Union, AFL, though they point out that most firms who 
increased wholesale prices following decontrol took the pay 
increase into vonsideration at the time they were formulat- 
ing their new price policy. 

Because of this action, which, with most manufacturers, 
took place within 30 days after the lifting of controls, the 
wage increase effects on wholesale prices are expected to 
be confined largely to the limited number of firms who as 
yet have announced no increases over prices existing during 
the last days of OPA. 

Actually the new wage contract, which is retroactive to 
December 2, follows the pattern of similar contracts signed 
earlier in the Fall by International Shoe Co., Brown Shoe 
Co. and Johnson, Stephens & Shinkle Shoe Co., providing 
for a $2-a-week pay increase through a 5 cents an hour pay 
jump for both beginning and experienced production work- 
ers and the guarantee of three paid holidays (Thanksgiving, 
Christmas and New Year’s) a year. 

While there is some speculation on where prices will go 
in 1947, manufacturers, like retailers in St. Louis, are resist- 
ing any upward trend. Leather purchases, like retail store 
buying, are made for short term needs, and rarely exceed 

periods beyond 30 days in advance of present obligations. 
Compared with pre-war days when it was not uncommon 
for manufacturers to have leather inventories capable of 
supplying their needs six months in advance it is unusual 
today to find stocks of leather in excess of five to seven 
weeks’ needs. And in the words of one manufacturer the 
“caution relayed from the consumer to the retailer to the 
manufacturer probably will continue until skins stabilize.” 


































Chicago 


bn spite of the many shortages which have accompanied 
the shoe industry these past years, production has gained 
steadily. October showed a total of 47 million pairs of shoes 
manufactured in this country, exceeding the September 
figures by 13 per cent. Of these, 25 million pairs accounted 
for women’s shoes, while men’s totaled 11 million pairs, an 
increase in this latter category of 14 per cent. Thus, al- 
though the headaches have not as yet decreased, production 
seems to be impreving. 

Although many business prophets believe that the early 
b part of the new year will see a decline in consumer demand 
for soft goods, apparently the larger shoe manufacturers of 
this area are not too disturbed over such prognostications. 
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Two of the biggest houses have recently further increased 
their prices. One house has just announced an additional 
tise in costs to the dealer, making their wholesale leyej 
vbout 15 per cent higher than the October 29 figures. The 
other house’s increases now bring their prices about 22 per 
cent higher. 

Although the scare engendered by the coal strike is now 
(temporarily) a thing of the past, the general public as 
well as business leaders are still uneasy as to the trials 
which may still beset our economy within the next few 
months. Not many weeks ago the shoemakers’ CIO union 
had a meeting here in Chicago to consider the possibility 
of a strike for higher wages asking a 20¢ hourly increase. 
Nothing official has yet been heard of the outcome. Since 
no strike has been called, it is assumed that they “called 
the whole thing off,” but no businessman has any feeling 
of stability in either employment or production problems. 
As one prominent business head said: “Both business and 
industry will continue to be plagued with most of the ills of 
both free enterprise and regimentation, and enjoy few of 
the benefits of either.” 

As the holiday buying reached its peak, it was hard to 
believe that there is any consumer resistance to higher 
ptices. Store after store continued to roll up record figures 
in daily sales, figures which, compared with six and seven 
years ago, seem to take on a legendary, an almost astronomi- 
cal quality. However, now that this Christmas spending 
spree is finished, the bugaboo of impending strikes will 
again present itself on our domestic scene. Should strikes 
again take place in major industries with consequent redue- 
tion of employment, thus limiting the purchasing power of 
a large body of people, those lines which have profited most 
from recent years’ liberal spending will doubtless feel most 
the pinch of reduced employment. 

Tanners are optimistic that the prices of hides will drop 
noticeably within the next six months. If this were the only 
factor in shoe prices, it would mean that footwear prices 
could then become lower. But if labor asks higher wages, 
which seems sure, there can be no reduction in the costs, 
and subsequent prices to the consumer. 


New York 


T HE old year passed with what sounded like a sigh to 
many in the industry here. A year, in which the fabulous 
total of an estimated 525 million pairs of shoes were pre 
duced, in which the tight controls of a war emergency were 
lifted, was past. and a new era of the critical consumer, of 
prices fighting for balance, of free and selective competition, 
had begun. Manufacturers and retailers and wholesalers 
are girding their loins and sharpening their weapons 
[TURN TO PAGE 97, PLEASE] 
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a new shoe collection that 
is the quintessence of the 
bottier’s art, and a 


tribute to your 


quality-demanding 
clientele. A series of all leather city 


and suburb, walking and sports, suit and 


slack shoes . . . almost weightless, fabulously 


flexible, extraordinarily handsome 
... to retail with ease and 


profit at $6.95 




















A highly styled sling to delight those fashion conscious 
lictle girls with its slashed vamp and a platform treatment 


with a custom air about it. Superior quality throughout. 
Brown or white or black patent leather. Sizes 12% to 4. 


{oot- leasure 


SHOE GCOMPANY 
ST. LOUIS, MISSOURI 





Is the Post Office Destroying 


Your Advertising? 


EIGHTY-FIVE pieces of costly advertising, out of a mail- 
ing of five hundred, sent out recently by a large retail shoe 
store were destroyed (in accordance with postal rules), by 
the postoffice in a Chicago suburb. The advertising was an 
attractive circular, mailed as third class matter, and it was 
@ shame that 17 per cent of it had to be condemned to the 
waste paper baler—because it couldn’t be delivered as ad- 
dressed. In addition, many more circulars were mailed to 
neighboring towns and undoubtedly there was a like ratio 
of loss. 

Several of the circulars were sent to customers who had 
patronized the store during the years it has been in business. 
The retailer was fully aware that some of those customers 
hadn’t been in his store in a long time, but he didn’t know 
that most of them had moved out of town. He neglected 
also to check his smaller supplemental list before the mail- 
ing—a list of prospects who had never patronized his store. 

That retailer’s percentage of duds was high, but it was 
not uncommon. Any postmaster can vouch that other stores 
use similarly inaccurate mailing lists. 

The post office department is forced to destroy third class 
matter that cannot be delivered as addressed, unless other- 
wise instructed (on the mail itself) by the sender. 

But this same post office department makes it very easy 
to keep a mailing list up-to-date. And at a very slight 
expense. 

One method is to have “RETURN POSTAGE GUARAN. 
TEED” printed or rubber-stamped on your circulars. That 
brings back to you the undelivered mail—marked “Moved” 
or “No such street number” or “Not there,” ete. 





Another system is to put each name and address of you 
mailing list on separate cards. Send them to the post office 
of the city or town where these names are located. Ask for 
a complete check-up. This will include the new address, 
if known, in case the person has moved; and corrections in 
the initials or spelling of the name or address. 

But probably the best method, and certainly the most 
popular one, is the use of Post Office Form No. 3547 in one 
of its several variations. This service provides that a card 
be sent to the mailer on each undeliverable piece of mail. 

Here are a few different ways of using it: 

If you are interested only in getting the new address of 
the addressee, this inscription should be printed (or rubber- 
stamped) in the lower left hand corner of the address side: 

“Postmaster: If addressee has moved and new address 
is known, notify sender on Form 3547, postage for 
which is guaranteed.” 

In this form you will be notified only if the new address 
is available. The piece of mail itself will be destroyed. 

But perhaps you would like to know which are not de- 
livered for various reasons. Then use this inscription: 

“Postmaster: If undeliverable FOR ANY REASON, 
notify sender, stating reason, on Form 3547, postage for 
which is guaranteed.” 

If, however, you desire the return of the mail itself, si 
ply add “RETURN POSTAGE GUARANTEED” in either 
of the given examples. 

To prevent more than one advertisement going to the 
same addressee you can add: 

“Postmaster: If undeliverable FOR ANY REASE OR 
IF THIS IS A DUPLICATE COPY, ete. 


The form is elastic, and you are permitted your 0 
choice of words to a certain extent. 
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PORTLAND SHOE CO. 
Quality €2dp Leather 
i EOHIO LEATHER COMPANY, cirarp, onio 
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Too many 





Fivinc fingers 
. « » humming ma- 
chines are raising 
Bass production to 
new F nano heights. 
But e are still too 

many thousand Bass- 

moons g-feet anxiously 

treading our customers’ 
doorsteps to permit our 
. serving any new ac- 
. counts. 


Weejuns will fly your 
way, too. Leading 
ers everywhere are 
ae their Outdoor 
ootwear futures, NOW. 







































thousand feet still need 
BASS OUTDOOR FOOTWEAR 











‘The Worth of a Shoe 


[CONTINUED FROM PAGE 27] 


leathers, materials and skilled workmanship required to 
produce it. It contains, for one thing “the priceless jp. 
gredient” which a famous pharmaceutical manufacture 
has described as “the reputation and integrity of the 
maker.” It contains also the priceless service of fitting 
which is the combined contribution of manufacturer 
and merchant, and which can make, in the case of a shoe 
the difference between a prized possession of its owner 
or a useless encumbrance of his wardrobe. 

Expert fitting service is a plus element that any mer 
chant, with the co-operation of trained salespeople, cay 
add to a shoe to enhance its value in the eyes of the 
customer and make the customer more willing to pay a 
price that will yield a profit, even under existing market 
conditions. There is a crying need for better fitting 
and better service in shoe stores today. Wise merchants 
will endeavor to provide both, if for no other reason, 
than in order to justify the prices they must now ask 
their customers to pay. Good style, correct fitting and 
conscientious service, properly promoted through effec. 
tive advertising, can play a powerful part in convincing 
customers that the shoes of today are worthy of their 


price. 


A Monument of Industrial Strength 


[CONTINUED FROM PAGE 41] 


early days. One hundred and fifty shoe manufacturers 
cater to the footwear needs of every member of the fam- 
ily. They produced in 1945 upwards of 55,000,000 pairs 
of shoes. This represents more than 10 per cent of total 
shoe production in the country for that year. One hur- 
dred and fifty-five tanneries are located in these six 
states, of which 27 produce kidskin, 26 calfskin, 18 goat- 
skin, 20 sheepskin, 7 patent, and 35 sole leather. Other 
types of leathers are produced by 68 of these firms. 
Tanners, while limited during the war years by short- 
ages of raw skins, nevertheless continued to supply te 
the best of their ability the materials needed by shoe 
manufacturers—and the section as a whole continued 
its role as a dominant force in the footwear and allied 


fields. 


Modern Ideas in Texas Store 


HARLINGEN, TEXAS.—Payne’s Shoe Store opened in 8 
new location here recently in a building constructed 
with a ceiling built to absorb 58 per cent of the noise, 
according to Charles T. Payne, owner. 

Rebuilding of the store in the present location, 117 
East Jackson, has been in progress since September. 
Robert L. Miller is manager of the store. 

The store features modern fixtures, six floor-length 
mirrors, and an enlarged seating capacity. The walls 
are painted a pastel shade. 
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Shoe Store Expanded on a Dream 


KARCHER SHOE STORE in Cairo, Ill., was suffering 
from growing pains. Expansion was badly needed, par- 
ticularly for the installation of a children’s department, but 
how to bring that about was the burning question. 


TTT 


Lagi 


This photo gives a general view of the store and shows 

the 13-foot extension in the rear. The newly installed 

children's department has a rounded end, resembling the 
observation car of a streamlined train. 


Carl J. Karcher, Sr., and his son Carl, Jr., both gave the 
subject considerable thought and planning. They had some 
space in the rear of the store, and they could easily move 
the partitions back if they only had some place to move the 
washroom and the workshop, but try as they would, the 
problem remained unsolved. 

Finally one night Carl, Sr., had a dream that underneath 
the stairway leading to the second floor was a considerable 
area of unused space that had long been boarded up. It 
was so real that he could visualize it perfectly. Next morn- 
ing he rushed to the store to investigate. He and his son 
bored some holes in the wall, and flashed a light in them. 
There was just what they had been seeking. 

They could easily make the doorway to this space in the 
center of the store along the present wall; it would hardly 
be noticeable and would be easily accessible from any point 
in the store. 

As a hobby, both Carl, Sr., and his son are interested in 
wood working, so they undertook the remodeling of their 
store in evenings and on holidays. They tore out the par- 
titions from the rear of the store after having remodeled 
the space under the stairway and moved their washroom 
and equipment to that point, and began to set in shelves 
of rosewood, tapering them at the rear. 

Thirteen feet of additional space were added in which 
are built 14 extra shelves, ten shelves high. The furniture 
is especially suited for the fitting of children with the stock 
quickly at reach. Fluorescent lighting has been installed 
around the tops of these new shelves. 

Carl Karcher, Sr., has spent 45 years in the shoe busi- 
hess, starting in at Shawneetown, Ill. Later, on coming to 
Cairo, he was employed by various shoe stores, and as a 
partner in one. Disposing of his partnership he decided 
to open @ store for himself, so in 1935 he opened his first 
store in the center of the shopping district. After three 
years, he opened up in a building next door, which is his 
present store. 

His son Carl, Jr., is a partner, and he is assisted by 
a son Jimmie, who is now in the Army, and by his 

ughter, Rose Lucille Stout. 

; ne son, Edward was associated with his father for 
period, but is now vice-president of Cutter- Karcher 
Co., operating 17 retail shoe outlets. 
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We are flattered by our many imita- 
tors but do not be deceived. These 
are the only GENUINE “Burns Cu- 
boids" and are the ones that you see 
advertised in 


e JOURNAL A.M.A. 


More than 100,000 doctors are reading about 
these unique, metal-free, featherweight foot com- 
fort appliances every month in their own magazine. 


e HYGEIA 


Twelve full pages, in four colors, will appear dur- 
ing 1947 in this Medical Publication which is read 
by millions of patients in doctor's offices. 


Also advertised in 


¢ Good Housekeeping 
¢ Woman's Home Companion 
¢ Ladies’ Home Journal 


And over the signatures of more than 200 shoe 
and department stores throughout the nation. 
Cash in on this tremendous publicity, by handling 
Burns Cuboids in your city. Accept no SUBSTI- 
TUTE.. DEMAND Burns Cuboids. 


BURNS CUBOID COMPANY 


Santa Ana California 
















































BEST 
SELLING 
FELT 
SLIPPER!! 


Woman’s Felt Platform Slipper 


NO. 4500 








$y.i7t 
PRICE i . 





In-stock now and ready for immediate shipment—a felt 
platform slipper that has proved to be the backbone of 


the retail slipper business. 


IMMEDIATE DELIVERY 


Best Grade Solid Colored Felt © Hard Counter * Soft Padded 
Sole * Cushioned Platform—for Comfort * Colors: Blue with 
wine collar and platform * Wine with blue collar and platform * 
Sizes: 3 to 9 © Packed 36 pairs of a color to a case * Net 30 days, 


F.O.B. Clifton, N. J. 


L. & G. SHOE AND SLIPPER CO. 


LEADING INSTITUTION FOR POPULAR PRICED FOOTWEAR 


CLIFTON * 


NEW JERSEY 








U. S. Shoe Has New 
Profit-Sharing Plan 


CINCINNATI OHIO.—The addition of 
a new profit-sharing plan to the annual 
Christmas bonus for employees was an- 
nounced recently by Joseph S. Stern, 
president of the United States Shoe 
Corporation, here. Employees in the 
company’s plants in Cincinnati, Chil- 
licothe, Greenfield and Harrison, Ohio, 
will share, it was disclosed, in an an- 
nual Christmas bonus of over $100,000 
and also a total of $230,000 as a benefit 
from the corporation’s new profit-shar- 
ing plan. 

The profit-sharing plan developed by 


9% 


Nathan Stix, production manager, pro- 
vides for distribution of a percentage 
of the company’s profits to employees 
on the basis of length of service with 
the company. 





Net Earnings Rise in 
Leather Company’s Report 


PeaBopy, Mass.—The annual report 
to shareholders of the A. C. Lawrence 
Leather Co., revealed that the net earn- 
ing for the fiscal year ended October 
26, 1946, totaled $1,435,144, as compared 
with net earnings of $849,830 for the 
previous year. 














Bill Molster Joins Kleven 
In Executive Job 


WASHINGTON, D. C.—William 4 
Molster, Price Executive of th 
Leather, Furs and Fibers Branch, 


Office of Price Administration, ang 
well known to many shoe men through 
his work in shoe pricing, will join 
Kleven Shoe Company, Spencer, Mass, 





WILLIAM A. MOLSTER 


as of February 1, 1947, it was made 
known today by Archie L. Kleven, 
president and treasurer of the con- 
cern. Mr. Molster will be associated 
with the company in an executive ca- 
pacity working closely with Mr. 
Kleven. 

Mr. Molster has been with the Office 
of Price Administration since 1942. 
During that time he has administered 
OPA programs dealing with every 
phase of the shoe industry and has be- 
come widely known in the footwear 
and leather trades. He headed the 
shoe rationing program and later ad- 
ministered the pricing of leather and 
footwear until their decontrol. Before 
handling shoe rationing Mr. Molster 
was instrumental in setting up exect- 
tive personnel for the agency. 


Rubber Shortage for 


Footwear Persists 


New York.—Rubber footwear, both 
waterproof and canvas, is being pro 
duced in increasingly large quantities, 
but supply at the retail level will not 
equal demand for a number of months, 
according to the 1946 year-end state- 
ment of Herbert E. Smith, president af 
the United States Rubber Co. 

The new year, it was asserted, would 
see more natural rubber used than sy® 
thetic, for the first time in four years, 
with the greater part of the 1947 tor 
nage going into the production of tires. 

It was noted that a record peacetime 
volume of goods was produced by the 
rubber industry in 1946, with these 
goods valued at $2.3 billion. 
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Manufacturing and Markets 


[CONTINUED FROM PAGE 92] 


maintain or gain position in the more stringent markets of 
1947. In process of transition, the marginal producers are 
feeling the strain particularly, and it has been noted that 
more than a few war-born manufacturers have passed from 
the picture. . 

Predictions, here as everywhere, run the narrow gamut 
from cautious optimism to dire pessimism. One manufac- 
turer sees a healthier, stable market ahead; another per- 
ceives the signs of a sharp recession. 

Withal, resistance to price rises and the policy of cau- 
tion are the clear, sensible notes heard most often—from the 
manufacturer, the retailer, and the jobber. 

“The current situation,” says a bulletin of the NSMA, 
“unquestionably calls for strong and aggressive resistance on 
the part of shoe manufacturers to present prices for leather 
which are out of proportion with both the hide market and 
the price consumers are willing to pay for shoes.” 

“This is the time for caution!” advises L. E. Langston, 
executive vice-president of the National Shoe Retailers Asso- 
ciation. “The testing period in our economy, predicted and 
expected months ago, is here now. In its simplest sense, the 
test is whether volume consumption can be maintained at 
the price levels reached in the past few months.” 

No matter what the eventual outcome to the many ques- 
tions that must be answered in the new year, the shoe in- 
dustry here seems to be aware and comprehending of the 
problems and difficulties involved. 


Boston 


THoucH there is some hope here in New England that 
something more nearly resembling volume business will be 
booked after the first of the year, there is no indication that 
manufacturers are acting on that assumption by building 
up inventories of finished footwear or by anticipating their 
raw materials requirements. Operations are pretty much on 
a “let’s-get-the-orders-first” basis. The sole exception to this 
tule is in factories still able to make growing girls shoes to 
retail at not more than $5.00 which are doing a healthy 
business with every prospect of full-time production sched- 
ules until the demand for Spring shoes is satisfied. 

Two recent releases of the Research Bureau of the New 
England Shoe and Leather Association are being studied 
with more than superficial care. The first, tracing price 
changes in hides, leather and shoes during the five-year 
period, 1918 through 1922, shows that chrome calf leather 
at 63 cents per foot in November, 1918, one year later had 
soared to $1.275 cents. By April, 1922, however, this price 
had toboganned to 41.5 cents. Price gyrations in oak sole 

were not so great. This commodity, selling for 77 
cents a pound at the end of World War I, rose to $1.03 and 
achieved bottom in April, 1922, at 50 cents. 

Men’s Goodyear welt shoes, with a wholesale price of 
96.50 at the end of the war, subsequently reached a high 
of $9.60 in March, 1920, and hit a low of $6.35 in October, 
1922. Women’s Goodyear shoes, during approximately the 
same period, went from $4.85 to $6.85 and then dropped 
to $4.15. 

The second release, based on a detailed analysis of U. S. 
Bureau of Labor statistics, shows that average weekly wages 
of Massachusetts’ shoe workers increased 101 per cent be- 
tween January, 1941, and September, 1948. 





ALL-RUBBER 














GOVERNMENT SURPLUS 
4 BUCKLE 






*3.06 


Schedule 


Pais—6 1126 6 6 8 8 2 2 
Sizes—6 7 89 10 I! 12 13 1415 





‘4.85 


Schedule 


Pais—! 28 8 3 2 





Sizes—7 8 9 10 II 12 


KNEE BOOT 


$3.06 


Schedule 
Pairs—! 23 3 2 1 
Sizes—7 8 9 10 I! 12 





PRICES NET—30 days 
F.O.B. SCRANTON 


B. LEVY & SON 


305 PENN AVE. SCRANTON, PA. 
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CHILDREN COME BACK FOR MORE MORE RIDES ON THE ROCKING 





Kl NG HORSE 


Of brightly colored, hand-carved wood and 
fitted with a tail, mane and horsey trappings. 














Well constructed for years of rocking action. 


Occupies floor space 6 feet by 2 feet. Stands 

approximately 5 feet from floor to top of head. 
Heavily based as a guard against tipping. The 
right size for a walking child to mount by himself. 
































39-17 W.19th St... New York 1] 





former jeweler from Amsterdam, are 
in Garden City, Long Island and on 
Madison Avenue, New York (see Boor 
AND SHOE RECORDER, June 15, page 60). 


The most recent addition to Mayfair, 
Ltd., is situated on a rounded, half- 
moon corner of Viliage Square, 38 Pond 
Field Road, in the heart of the fashion- 
able Bronxville shopping center. Sixty 
feet of frontage, divided into four show- 
case windows, is extended like a wel- 
come to the passer-by. Each window 
with a backdrop of frosted glass, em- 
phasizes a separate type of merchan- 
dise: accessories, high-style shoes, slip- 
pers, casual and low-heel models. The 
show shoes are enhanced by the curved 
lucite stands on which they rest. 


The interior is extremely shallow in 
proportion to the frontage and runs, 
like a wide funnel, back to the entrance 
of the stockroom. The window-shop- 
per’s attention is naturally drawn t 
the 32 feet of shadow-box, lined with 

New Orleans, La.—Cornerstone for the New Orleans International Trade Mart white leatherette and illuminated indi- 
Is officially laid as Congressman T. Hale Boggs drops the flag veiling it at cere- rectly. which is set in the lofty, pastel 
monies held during International Week in New Orleans. Operated much like bl vs fted , oy ll at the rear. 
other merchandise marts, but slanted toward selling of U. S$. goods to Latin Amer- ue, tufted panel wall a 
” lean retailers and Latin goods for U. S$. stores, the Mart will open, it is expected, A fountain-shaped center piece, with 
about June 1947. Most exhibit space has already been leased. a circular seat around it, increases the 


customer capacity to 18 persons. 


















. ee" ‘ : fountain-seat is accentuated by a lucite 
New Mayfair Store hanes Located in Bronxville, cheniiien th directly above it. 
i 2 . Y., the new store is typical of the 
Opens in Bronxville Wolfe design, embodying graceful, mod- The stockrooms hold 15,000 pairs of 
New YorK.—Another Mayfair shoe ern elegance with ingenious showman-_ shoes: 10,000 in the basement, which is 
salon, designed and owned by Louis S. ship and utility. reached by a circular staircase and 










Wolfe, of this city, has been opened in The other creations of Mr. Wolfe, a on the main floor. 
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ween BE EE TONE 


Tones of Brown— Wine — Mahogany that provide a lasting 
| depth of color —that rich hand-rubbed appearance. A new 


formula for “toning” tan shoes to meet the customer's approval. 













BE BE TONE rubs on and wipes off easily without streaks. 
BE BE TONE brings out the grain of the leather, darkens stitch- 
a ing and perforations. , 


BE BE TONE is widely used by shoe 
manufacturers for color antiquing — now 
available in pint jars for application by 
the shoe retailer and repairer. 


Sold by Shoe Findings Dealers 
and Shoe Store Supply Houses 
#1§ Medium Brown #28 Mahogany 
#18 Dark Brown #31 Wine 
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BF Goodrich =a 


FIRST IN RUBBER 


Heading right for you! 


He’s your B. F. Goodrich 
salesman... with the 1947 line 
of rubber footwear. You'll 


want to see it! 


B. F. Goodrich, Footwear Factories, Watertown, Mass. 
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RECORDER REVIEW OF CURRENT HAPPENINGS 





IN THE SHOE TRADE 








Announce Plan for Shoe Fair Reservations 





Joint Committee Outlines Methods of Reserving Display Space in 
Four New York Hotels, April 28 to May I 


New YorK—Details of the National 
Shoe Fair which will be held under the 
sponsorship of the National Shoe Manu- 
facturers Association and the National 
Shoe Retailers Association in New York 
City, April 28 to May 1, 1947, are in 
the final stages of completion, it has 
been revealed. The National Shoe Fair 
Committee has announced that more 
than 800 rooms have been reserved for 
display purposes in the New Yorker, 
McAlpin, Commodore and Biltmore 
hotels and that preparations are being 
made through a Housing Committee to 
take care of the sleeping requirements 
of the many thousands of retailers who 
will be in attendance at this spring buy- 
ing event. Further details regarding 
sleeping-room reservations will be made 
later, it was said. 

The National Shoe Fair Committee 
also has announced the appointment of 
Charles Holt as manager of the Spring 
1947 National Shoe Fair. Mr. Holt 
who has had long experience as a hotel 
executive will open the headquarters 
office of the National Shoe Fair on 
Monday, December 23, in Room 1147, 
Hotel New Yorker. All correspondence 
pertaining to the Spring show should 
be sent direct to Mr. Holt, it was point- 
ed out. 

The National Shoe Fair Committee 
also has released the Conditions of Ap- 
Plication governing the assignment of 
display rooms for the Spring 1947 show. 
They are as follows: 


Members of National Shoe 
Manufacturers Association 


Applications for exhibit space were 
mailed on Thursday, December 26, 1946, 
to members of National Shoe Manufac- 
turers Association. The period from 

26, 1946, to January 9, 1947, 
is granted members to make reserva- 
tion of rooms before applications from 
non-members are accepted or other res- 
ervations made. Exhibit space will be 
allotted to members on a point system 
which is based on the number of times 
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a manufacturer has exhibited at previ- 
ous National Shoe Fairs. For example, 
if a member of the NSMA has exhibit- 
ed at eleven National Shoe Fairs, he 
will be credited with eleven points. 
Those who have exhibited eight times 
will be credited with eight points, etc. 
Those in top classification (highest 
number of points) will have priority of 
room selection in accordance with the 
point credit system. 

The period from January 10 to Jan- 
uary 24, 1947, will be allowed to permit 
the management of the National Shoe 
Fair to complete room assignments in 
the manner outlined above. All appli- 
cations: received within the period De- 
cember 26, 1946 to January 9, 1947, 
will be numbered in duplicate. Fol- 
lowing this two-week period, the dupli- 
cate number will be detached from each 
application and deposited in a container 
and a drawing conducted in the pres- 
ence of representatives of the Joint 
Committee of the National Shoe Fair. 
These applications then will be re- 
numbered in the order drawn, and 
rooms will be assigned in the order in 
which the numbers were drawn from 
the container and according to each 
firm’s credit points based on their par- 
ticipation in the past eleven National 
Shoe Fairs. For example, if thirty-five 
applicants have eleven credit points 
each, the firm with the lowest number 
drawn, as described above, will receive 
first consideration in assigning display 
rooms, and so on until all thirty-five 
firms in the eleven credit point group 
have allocated space, Each group will 
be considered in like manner until all 
classifications (eleven to one credit 
points including those members who 
have no credits) have been allotted 
space. 


Non-Members of National Shoe 
Manufacturers Association 
On January 25, 1947, applications 
will be mailed to non-members of the 
[TURN TO PAGE 118, PLEASE] 





Burger Heads New York 


Travelers 


New YorK—William Burger, of 
United Last Co., was elected presi- 
dent, succeeding Robert Fredericks, at 
the annual meeting and 40th anniver- 





WILLIAM BURGER 


sary celebration of the Boot and Shoe 
Travelers’ Association of New York. 

Resolutions adopted at the meeting 
included the decision to organize a 
monthly luncheon club, and to present 
a dinner and entertainment during the 
National Shoe Fair in April. It was 
also resolved to publish a book con- 
taining the association’s by-laws, con- 
stitution and a complete directory list- 
ing the names of members, their ad- 
dresses, telephone numbers and lines 
that they represent. It was unani- 
mously agreed to present a gift to 
Charles Havranck, secretary, for his 
service to the association. 

The annual election brought to office 
the following: William Burger, presi- 
dent; William Monsees, first vice- 
president; O. Hoskinson, second vice- 
president; C. Havranck, treasurer and 
secretary; H. Spahn, assistant secre- 
tary; directors: R. Fredericks, G, K. 
Burns, Thomas England, W. Moss- 
bacher, H. Kaye, Fred Mulhauser, A. 
Favor, G. Ecclesine; Past President 
Advisory Committee: W. Kolkebeck, 
N. J. McManus, Larry Sass, H. H. 
Callahan, Glenn Van Meter, L. C. 
Hart, P. J. Watson. 








Autention 


country. 


new brand line. 





WOMEN'S SHOE MANUFACTURERS! 


; You a Soles Problem ? 


As an established shoe sales organization, we are cap- 
able of selling any reputable product to the finest re- 
tail shoe departments and independent stores in the 


Our organization would be interested in the distribu- 
tion of all or any part of your production. We can 
better establish your brand line, or we will market a 


All negotiations will be held in strictest confidence. 


Address Box 475, Care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 


30¢ per doz. 
12 Doz.—$3.00 





Canadian 
Funds: Add 
10% 








Great Little Time Savers | 


Price Tags with imprinted prices, any selection desired, 
Spring circular with 1947 designs 


Size 114" x 244," 


ready February Ist. 
i 





With store name 
printed on tags: 
12 Doz.—$5.25 
24 Doz.—$9.25 








Display 
Cards $1.00 


3 for $2.25 


~ 


“V"—Spring colors, white easel, pink border, green stripes, 
V-1—Autumn colors, orange, brown stripes, white easel, price black 


Merchants’ Service Dept., 209 S$. State St, Chicago 4, Iilingis 

















Christmas Slipper Business Off Badly 





Manufacturers Decry Cancellations of Retailers, Wholesalers— 
Department Stores Forced to Reduce Slipper Prices 
for Pre-Christmas Clearances 


New YorkK—The benevolent and ex- 
pansive spirit of St. Nick, while induc- 
ing great crowds to buy heavily of most 
merchandise this year, left the shoe 
business cold, as usual, and the slipper 
trade deflated. Department store slip- 
per trade fared best, but the last days 
before Christmas saw a number of re- 
duction clearances, palpable evidence 
that demand was not up to expectations. 
Comments from store buyers and man- 
agers indicated general disappointment 
and a certain amount of chagrin. 

The spectacular failure of heavy slip- 
pers (shearlings, wool-lined, etc.) to 
sell was, in general, blamed on the 
warm, unseasonable weather, perhaps 
as reasonable an explanation as any. 
Several stores remarked on the good 
sales of ski boots, after-ski shoes and 
stadium boots, despite the weather. 

Certain Fifth Avenue department 
stores and shops, as well as other retail 
outlets, found that their accessory sec- 
tions were selling more merchandise 
than the slipper and shoe department, 
and were carrying an unusual amount 
of the trade. 

A general Christmas survey found 
casual sales bad, hostess slippers good, 
resort and evening shoes bad (with a 
rejuvenation expected after the holi- 
days), children’s felt-lined zipper-boots 
good. 

The consensus of feeling among the 
shoe merchants was that the confidence 
and optimism generated by the record 
slipper business of July and August of 
this year, and earlier, had betrayed 
them. 


The meager harvest in the Christmas 
trade, however, was apparently antici- 
pated to some extent, for a number of 
slipper manufacturers in this area 
ceased production as early as October, 
because of cancellations of orders as well 
as motives of caution. One manufacturer 
reports that his concern stopped produc- 
tion on November 15th, rather than the 


usual December date. He states that 
many of the chain stores were left with 
stocks of earlier months and last year, 
and most of their Christmas orders 
were for small amounts of new styles 
to intersperse among the old. 

These cancellations have caused real 
concern, particularly to the marginal 
manufacturer. The general reaction 
among retailers seems to have been can- 
cel and revise orders made in a more 
optimistic period. 

“Slipper cancellations by jobbers and 
retailers this year,” said Harold Gess- 
ner, president of the National Slipper 
and Playshoe Manufacturers, “have 





been unjustified and unfair, throwing 
an unnecessary strain upon the small 
but necessary producer. There is no eyi- 
dence that this period is the beginning 
of a recession. With the greatest pro 
duction in its history, the shoe industry 
has simply reached a temporary pla- 
teau.” 

Despite certain cases where manufac- 
turers have been hit particularly hard 
by cancellations and the readjustments 
of decontrol, 49% million pairs of slip- 
pers were produced as of September, 
1946, according to statistics released by 
the Department of Commerce, with in- 
dications that production for the year 
would equal the record mark set in 1945, 





New Store Opened 


DALLAS, TEXAS.—The Austin Shoe 
Store opened on Saturday, Nov. 23, at 
215 West Jefferson Street, in the new 
Oak Cliff community center of Dallas. 





Shoe Department on Two Levels 


Fig? ~ 





weer 





Pine Bluff, Ark.—A horseshoe stairway is an attractive feature of the shoe de- 


partment in the MaRu Apparel Shop, here. Leased and operated by 


the Marell 


Shoe Company under Sam Greene, president, and Harold A. Smith, secretary-tree- 
surer, the two-level department is an outstanding example of modern 


ana decoration in a moderate-sized city. 
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Dates to Remember 


Weather Style Opening, Guild 

Tr etior Shoe “os yn 

* showrooms, New York City. 
—- January 6-10, 1947 


al Convention, Middle Atlan- 
Se Retailers Association, Ben- 
‘amin Franklin Hotel, Philadelphia, 
Pa. January 19, 20, 21, 1947 


Shoe Show, Tri-State Shoe Travelers, 


| Statler, Buffalo, N. Y. 
— January 26, 27, 1947 


Show, Ak-sar-Ben Men's Apparel 
Shab, Paxton Hotel, Omaha, Neb. 
Feb. |, 2, 3 and 4, 1947 


Spring Shoe Show, Pennsylvania Shoe 
Travelers’ Association, William Penn 
Hotel, Pittsburgh, Pa. 

Feb. 15, 16, 17 and 18, 1947 


Southern International Shoe Exposition, 
Hotels Hillsboro, Tampa Terrace and 


Floridan, Tampa, Fla. 
Feb. 23, 24, 25 and 26, 1947 


Allied Shoe Products and Style Exhibit, 


Hotel New Yorker, New York City. 
March 9 to 13, 1947 


Leather Show, Tanners Council of Amer- 
ica, Hotel Commodore, New York, 
N. Y. March !1, 12, 1947 


Shoe Manufacturers Fall Opening, Hotel 
New Yorker, New York City. 
April 13, 14, 15, 16 and 17, 1947 


National Shoe Fair, Hotels New Yorker, 
McAlpin, Commodore, Biltmore, New 
York, N. Y. April 27 to May 1, 1947 


Dinner and Entertainment, Boot and 
Shoe Travelers’ Association of New 
York, Pennsylvanic Hotel, New York 
City. April 29, 1947 


Spring Shoe Show, lowa Shoe Travelers’ 
Association, Hotel Fort Des Moines, 
Des Moines, lowa. 
May I1!, 12 and 13, 1947 


Fall Shoe Show, Southwestern Shoe Trav- 

elers' Association, Adolphus, Baker 

and Southland Hotels, Dallas, Texas. 
May 12, 13, 14, 15, 1947 





Peer Deliveries Cut 
New Haven Sales 


New Haven, Conn.—Shoe retailers 
in New Haven, cutting in on the ban- 
ner Christmas, experienced a visit from 
a bogey they thought they’d waved good- 
by to when- OPA ceilings left so hur- 
riedly—bad deliveries. 

Deliveries, termed by many retailers 
in both the men’s and women’s lines as 
“the worst ever,” robbed shelves of 
much needed merchandise and stymied 
merchants from establishing a possible 
record month. 

In both the men’s and women’s lines, 
retailers stated that slow deliveries of 
needed “staples” left them short of 

items in heavy demand. 

In the women’s stores novelties were 
fairly a, but the standbys— 

» walking shoes, etc., again 
Popped up as scarce items. Delivery 


failures and talk of an«.ther price hike, 
donuary |, 1947 
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FOLDING: MONEY 





| STRONG FIBRE STRUCTURE | 

THOROUGHLY TANNED 

| | ]UNCOMMONLY FINE GRAIN 

| UNIFORM RICH COLOR 

PLEXIBLE IN ALL IRONS 
MOISTURE RESISTING 

| FIELD-TESTED FOR WEAR 
QUALITY MAINTAINED 














There’s a Genii in life often suggesting flatter- 
ing prospects which obscure the substantial 
and emphasize the shadow. 

If you would improve your sales and profits 
in the world of reality in which you work, you 
cannot be unmindful of the benefits to you 
selling shoes with 


KISTLER SOLE LEATHER 
The Balanced Bark Tannage 
“It Makes Any Shoe A Better Shoe” and so 


helps to make it desirable for your customer to 
fill his cup at the same spring. 


Write us for sources of supply for Men's, 
Women's 


end Children's rapid-retailing 
lines bottomed with it. 













are causing retailers to plan cautiously 
for the immediate future, and a desire 
for moderate inventories is reflected in 
shortages in items and sizes which buy- 
ers a few weeks back hoped would be 
available for immediate delivery. 

In the men’s shoes, the approaching 
first fully formal social season brought 
about a brisk demand for dancing 
pumps and patent leather shoes—a de- 
mand that went unanswered. Stores 
reported considerable numbers of walk- 
outs earlier in the month as men were 
turned down on their quest for patent 
leather. 

In those shops bordering Yale;*the 
demand for black shoes was tied in with 


| m | LEATHER COMPANY 
—“B4\ BINFORD STREET, BOSTON 10, MASS 
DEPT., IN CHARGE OF F. A. SHACKELFORD, 744 NORTH FOURTH ST., MILWAUKEE 3, WIS, 


another request which has been con- 
stantly dinning in the retailers ears— 
the old white buckskin blucher with red 
rubber soles. Yale men today are near- 
ly back in the prescribed proper uni- 
form. The classman of ’50 resembles 
his brother of the class of 1940 in all 
but one thing—the shoes. Those white 
buckskins, so dear to the college man, 
are not to be found. Some attempts to 
switch allegiance from the buckskins to 
a white calfskin were reported, but the 
men of Eli would have none of it. 
Hopes of many of the shoe dealers to 
be able to provide some of the boys 
with these shoes come Spring are fast 
fading. 
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Syracuse, N. Y.—Modern architec. 
tural ideas will be reflected in Park 
Brannock’s new store, here, which will 
have six floors devoted exclusively to 
shoes and accessories behind a mos: 
striking exterior. The store is rapidly 
nearing completion and the opening is 
planned for February, 1947. 


Built of grey limestone, the store 
has a wide center portion of translucent 
glass blocks extending four floors. Sim 
plicity, the essence of good taste and 
outstanding in this building, is an ap- 
propriate setting for Park Brannock’s 
quality merchandise. 


Hosiery, gloves, handbags, and pop. 
lar-priced shoes occupy the first floor 
Built-in seating covered with white 
leather is to be set against rich du. 
bonnet walls. The extensive use of mir. 
rors throughout the store promises to 
enhance the feeling of spaciousness. 


The floor below the street level will 
be devoted exclusively to men’s an: 
boy’s footwear. It will be an attractive 
oval-shaped, wood paneled room entirely 
masculine in its effect. Shoes will be 
exhibited in porthole type shadow box 
displays. 


On the second floor will be the chil- 
dren’s department with shoes for babies 
and youngsters with décor appealing to 
the youngest set. The other half of 
the second floor will be a Campus Cor- 
ner catering to the footwear needs of 
teen-agers and college girls. 


As a family shoe store, Park Bran- 
nock’s policy is to start with the young- 
sters and keep fitting them right 
through life. Fitting to the third gen- 
eration is a frequent experience. Young 
matrons come in with babies and tell 
how their mothers were fitted at Park 
Brannocks. They in turn patronize 
the store all their lives, and now they 
are bringing their youngsters in for 
the same quality and personal service. 
In the forty years of Park Brannock’s 
existence, it has been owned and man- 
aged by the same people. 


Arch-type footwear, nurses’ oxfords, 
walking shoes, and casual type foot- 
wear will be featured on the third floor. 
There will be built-in seating at the 
Casual Section and comfortable white 
leather arm chairs at the other end of 
the floor. This floor will have very 
lavish display space attractively ar- 
ranged. 


Dress shoes are to be sold in the 
Fashion Fourth Shoe Salon. Shadow 
box displays will exhibit brand-name 
shoes. One section of the fourth floor 
will be devoted to the Millinery Salon. 
A clever innovation will be a new ar- 
rangement of angled mirrors affording 
complete privacy to each millinery 
customer. 
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New Park-Brannock Store Near Completion 





Architect's drawing of the new Park- 
Brannock store to be completed shortly 
in Syracuse, N. Y. 


The fifth floor of the building will 
have general offices, maintenance work 
shop, and storage rooms. There will be 
an attractive circular reception room 
opening from the elevator for custom- 
ers who come to this floor to pay bills 
or open new charge accounts. 





Middle Atlantic States 


[CONTINUED FROM PAGE 51] 
area, shoemakers, in this locality put 
thought and study into the development 
of this type of shoe, with the result 
that welt models have attained their 
highest expression in the Middle At- 
lantic factories. 

The section has long been known as 
a source for quality shoes of all con- 
structions for infants, children, misses 
and growing girls. Prewelts as well 
as Goodyear welts are made in this 
area; so are stitchdown and cemented 
processes. Many of these houses are 
specialists in these lines, and have 
earned a reputation for well built shoes 
for young people. 

Many slipper houses have long been 
located in this territory, but only re- 
cently have there been a number of fac- 
tories devoted to making play and 
casual types. California process is 
used in many; cemented shoes for 
leisure wear are also available from 
this district, as are beach sandals. 

So far as other types are concerned, 
parts of the Middle Atlantic region are 
heavily industrialized, and it is natural 
to expect that work shoes of many 
types should be made on the spot. Ath- 
letic shoes are also available. 





Modern Shoe Store 
Opened in Hawaii 


[CONTINUED FROM PAGE 78] 


ern. Air-conditioning aids tropical 
breezes in keeping customers cool, while 
they are served by four efficient 
men imported from the U. S. mainland 
Furniture is of South American 
mahogany, and bright, multi-colore 
throw-rugs have been placed under ajj 
the settees and fitting stools. The at. 
mosphere is gently exotic. 

An ingenious arrangement of mir. 
rors, in the center of the shop, enables 
the lady to view her foot by simply 
standing before her chair. This elimi. 
nates not only the usual walking in. 
convenience, but the irritating con. 
gestion of more than one person before 
the same mirror. 

Since the opening of the store, busi- 
ness has been exceptionally good, Mr, 
Santos reports, from information re 
ceived from Hugh C. Irey, his general 
manager, who is supervising the opera- 
tion of the new store and the Manufac- 
turer’s Shoe Store downtown, while the 
Santos family vacation in California 
and Arizona. 

Transportation between the islands 
and the mainland to shoe markets to 
buy merchandise is no longer a prob- 
lem, Mr. Santos recently pointed out, 
and he does not anticipate difficulties in 
filling the inventories of his two out- 
lets. The new shop carries only high 
style ladies’ footwear, from $10.95 up, 
with many of the lines featured with 
matching accessories. 

Mr. Santos’ enterprise and acumen 
in this far-flung retail outlet of Ameri- 
can shoes solicits the congratulations 
and admiration of all shoe men on the 
mainland. 


Remodel Nebraska Shoe Salon 


LINCOLN, NEB.—The new 50-seat 
women’s shoe salon has been opened for 
business on fifth floor at Ben Simon & 
Sons, although a few minor accessory 
installations have yet to be made, it was 
reported by Lynn Lewis, department 
manager. The department provides 
more than double the space available 
in the previous first-floor location, and 
is part of a $100,000 remodeling pro- 
gram in which women’s shoes, millinery 
and the beauty salon all are located on 
fifth. 

All fixtures, settes and chairs are of 
blonde maple, and stocks are hidden ex- 
cept for five shadow boxes and se 
tables on the floor. Color scheme is in 
rose, with three shades, while all over 
carpeting is blue. Settes seat 12 people 
each and face each other across the 
room. They are upholstered in blonde 
simulated leather, while chairs and 
salesmen’s stools are upholstered in 
rose-colored fabric. Walls are painted. 
Lighting fixtures to be installed as soon 
as available will be combined fluores- 
cent, incandescent and cold cathode. 
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October Footwear Output Up 13 Per Cent 


WasHINGTON—Shoe and slipper pro- tember. The output of men’s shoes was 
duction in October totaled 47 million 11 million pairs, an increase of 14 per 


pairs 13 per cent higher than the Sep- cent in comparison with September. 
tember output, the Bureau of the Cen- Women’s and men’s footwear account- 
sus, Department of Commerce, an- ed for approximately 77 per cent of the 


ced in a recent report. 
meal classes of footwear showed in- 
creased output. Women’s shoes and slip- 
rs totaled 25 million pairs, 13 per 


total production in October. 


Comparative production figures for 


October and September and per cent of 
increase are shown in the following 




















cent more than the production in Sep- summary: 
~~ a 
Production 
(thousand pairs) 
Kind of Footwear 
October 1946 September 1946 Percent 
(preliminary) (revised) of Increase 
Ghee end Slippers, Tetah.........2eeeeecereeeeeseeeees 47,235 41,651 13 
SED, csccusussesseccesvusdveosssbianeess 47,064 41,611 13 
SA eee ene bY *.o 14 
a ctaeagemegeeneomennnseneene: 2a 3 
DTT d  dccwoccse so nvesovessoetersossesees 2,507 2,262 1! 
er od a aseoniniiel 2,612 2,237 7 
Sg aie alee ene ee et ssa 2,205 1,818 
ein cw ececcevsesedncnenesasedsseeqed 1,238 1,155 7 
EE «cad vacnedanedecsanivatanened el 171 140 2 











above figures were compiled from reports received from 1,224 manufacturers. 
ne led ‘eate on shoe and slipper production will appear at a later date in “Facts 


detail 
br industry” Series M68A-106. 





'0’Connor & Goldberg 


Open 15th Unit 


Cutcaco, ILL.—Opening what is per- 
haps the handsomest shoe shop in the 
Chicago area—and conceivably one of 
the finest in the entire country—O’Con- 
nor & Goldberg presented to the public 
on December 16, the 15th unit of their 
chain of footwear and accessory shops. 
It is located at 626 Church Street, 
Evanston, the northerly suburb of Chi- 
cago, which is the outstanding shop- 
ping center for all the North Shore 
area as well as the seat of Northwest- 
ern University. 

This newest store occupying a space 
of 50 feet in width and 102 feet in depth 
has an all-glass front, so the entire 
shop length can be seen from the side- 
walk. Glass is a strongly emphasized 
medium throughout the entire shop. A 
tireular entrance with harmonizing 
canopy holds a revolving door which is 
glass from ceiling to floor. A grill or 
lattice work of bronze and lucite is 
used as a kind of screen to separate 
the outside show windows from the 
shop space but in no way interfering 
With one’s vision within. African Ba- 
binga wood, similar to rosewood, is 
used throughout, covering the support- 
ing pillars, the walls, and forming the 
: ork of the chairs. Set against 
light green carpeting, the furniture 
Uses five colors which, though bright, 
are not garish and which serve as 
brilliant and effective color notes 

out the salon. Armchairs, sofas, 

easy chairs, and straight-backed chairs 
are variously upholstered in fabrics of 
gold, fuchsia, chartreuse, dark 
green and burnt orange. Around the 
central columns (enclosed with 
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wood) are tufted circular seats, broken 
by display cases with bent glass front. 
Midway and at either sidewall of the 
salon is one large pillar covered with 
gold mirror. Built onto either side of 
these are circular wall cases for the 
display of accessories. Interspersed 
along the side walls are delicate display 
shelves of silver metal, also holding ac- 
cessories at eye level. 

Lighting is indirect throughout, 
fluorescent tubing set into concealed 
troughs outlining the ceiling, which 
shows two different heights. The center 
length of the shop has a slightly higher 
ceiling than each side, which permitted 
the installation of air conditioning 
units. Further emphasizing the curv- 
ing line motif, is the round accessory 
bar which outlines the entire width of 
the back wall. High bar stools are set 
in front of this with conveniently high 
display cases for the wares. All stock 
is concealed back of the Babinga wood 
walls. 


Samuel Pizer, who has been with 
O’Connor & Goldberg for 30 years, 
planned every detail of the shop, as he 
has all the other units of this organiza- 
tion. Remodeling of the shop was begun 
last Summer, but priorities, shortages 
of vital materials, etc., prevented the 
opening until this season. 

Russell Redd is manager of the new 
Evanston salon. During the absence of 
Charles Lofton, manager of the Oak 
Park store while in the service, Mr. 
Redd managed the Western suburban 
store. With the return of Mr. Lofton 
to civilian life, Mr. Redd was assistant 
manager at the East Madison Bootery 
in Chicago, while awaiting the comple- 
tion of this newest shop. 





Walkever 


MEN'S 50°, WOOL—50%, 





COTTON 


| ANKLETS 


WITH ELASTIC TOPS 


STYLE 8391/57 . . . Men's Anklets 
with elastic tops. Of 50-50 wool 
and cotton. In multi-color all-over 
“blazer” stripes. Colors: Navy, 
maroon, brown, green — assorted 
to the box. Sizes: 10!/2 to 12. 


$7.50 Dozen 








STYLE 8365/48 .. . As above, but 
in handsome “banner wrap" pat- 
terns. 


$7.50 Dozen 
(Net 30 days) 


FRIEDMAN cescory cove 


319 Fifth Avenue, Now York City 16 
























SOFT, SHAPELY, 100% WOOL 


Walkevor 


ANKLETS FOR MEN 


STYLE 8340/996 


HRINK-resistant. With elas- 

tic tops. Medium weight. 
Colors: Solid white, maroon, 
cordovan, navy, beige. Packed 
solid colors to half dozen box. 
Sizes 10 to 12. 


$7.50 DOZEN (NET 30 DAYS) 


FRIEDMAN cpescery cone 


319 Fifth Aoenue, Hem York City 16 
Wholesalers Plan Ban on 
“Unscrupulous” Retailers 

New York.—A plan to “black-list” 
retail accounts that make cancellations 
and returns indiscriminately and “un- 
scrupulously” has been formulated by 
the New York Shoe Wholesalers Asso- 
ciation, 

Declaring that a “stage has been 
reached when some action is impera- 
tive,” Sidney Thalheim, president of the 
association, said that wholesalers in 
Baltimore, Philadelphia and Boston 
have been contacted and asked to par- 
ticipate in the compilation of a list 
of “contentious accounts.” 

In the future, when dealing with re- 
tailers, the records of their cancella- 
tions and returns will be available to 
all member wholesalers. 

There have been cases, Mr. Thalheim 
said, of accounts holding merchandise 
for 6 to 12 weeks before returning it to 
the wholesaler. This places the total 
burden of risk on the wholesaler, he 
said, and the wholesalers are not going 
to stand it. 

The unanimous action of the New 
York Shoe Wholesalers Association 
grew out of recent large returns and 
cancellations from retailers who had 
apparently not taken into consideration 
the possibility of consumer resistance 
to higher prices. 
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Buys Style Shoes 
For Seattle Store 


SEATTLE, WASH.—Tom A. Bradley, 
former New York shoe executive, as- 
sumed the position of buyer of fashion 


TOM A. BRADLEY 


shoes at Frederick & Nelson, here, re- 
cently. 

Mr. Bradley resigned as assistant to 
the merchandise manager and buyer of 
women’s shoes at Lord & Taylor, New 
York, to accept the Frederick & Nelson 
position. He has had 19 years’ expe- 
rience in the shoe business with Edison 
Bros. in Kansas City, Miami and Cleve- 
land; Harzfeld’s, Kansas City; Del- 
man’s Shoe Salon in Bergdorf-Good- 
man, New York; sales representative 
for the Northeastern states for Inter- 
national Shoe Company; and with Lord 
& Taylor. 


Heavy Demand at 


Detroit Show 


DETROIT, MicH.—Well-known scarcity 
of merchandise among leading whole- 
salers and travelers resulted in a some- 
what disappointing attendance for the 
December Shoe Show sponsored at the 
Hotel Statler by the Michigan Shoe 
Travelers Club. Event came right after 
the big Annual Shoe Fair held here in 
November, and traditionally draws 
about the lowest attendance of the year 
because of its timing, coming right at 
the early peak of the Christmas rush. 

Demand for shoes was intense. Re- 
ports from many retailers, including 
representative sampling of those who 
did not attend the event, indicated that 
they are planning to turn out in force 
for the January show, January 5-6-7, 
and to buy at that time. Evidence is 
that most merchants in this territory 
will be ready to buy gladly by that time. 
There has been a month of uncertainty 
following the impact of decontrol, as 
retailers tried to figure out their future 
course, and in many instances curtailed 
purchases. This means that their 
stocks will be nearly depleted of salable 


Sell your shoes 
on this lovely stand 





Price (all heights) *675 ea. 


Wite— 


or our new catalog 


Gillman Plastic Fixtures 


— made in our own factory— 
503 N. 12th St., Dept-B, St. Louis 1, Mo. 


merchandise by early January, and im- 
mediate buying for quick delivery is 
anticipated in steady volume. 


Demand was for leather in all colors, 
with emphasis on high style qualities, 
in all women’s lines. 


O’Dwyer Will Open 
Guild “Shoe-Vues” 


New YorK.—Mayor William O’Dwyer 
will give the official address of welcome 
to an estimated 1000 store executives, 
shoe buyers and fashion coordinators, 
at the breakfast and presentation of 
“The Guild Shoe-Vues of 1947,” staged 
by the Guild of Better Shoe Manufac- 
turers in the grand ballroom of the 
Waldorf-Astoria Hotel on January 7th. 

In announcing that Mayor O’Dwyer 
would be the opening speaker, Benjamin 
D. Swartz, president of the Guild, said, 
“We are pleased that the Mayor will 
officially greet the thousand store ex 
ecutives, shoe buyers, fashion coordin- 
ators and press expected at this timely 
and important merchandising preset- 
tation.” 

The Shoe-Vues will be, it has been ex- 
plained, dramatic sketches of merchan- 
dising methods, styling, coordination 
and the ideals of the Guild. The show 
will be given in conjunction with the 
warm weather style opening of the 
Guild, the week of January 6th. 
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IT'S A BIT TOO EARLY 


TO START LOOKING FOR SHADOWS 


T’s STILL A MONTH TO GROUNDHOG DAY 
when OI’ Mr. Woodchuck makes his annual 


weather forecast. 


This year, as usual, there’s an even chance 
that he won’t see his shadow and may get off 
to an early and ambitious start on his Spring- 
time business. 


And from the Groundhog we can learn a lesson. 
Our post-decontrol hibernation has lasted long 
enough. Consumers realize it and are waiting 
patiently for the attractive Spring shoes we’re 
making. Retailers know it. Low inventories need 
prompt replacement. And manufacturers should 


BOOT and SHOE 


ecorde 


be aware of it, too. To turn factory wheels and 
pay dividends they must make shoes. 


Buyers’ Market, Sellers’ Market. Higher Prices, 
Lower Prices, or Sensible “In-Between” — To 
sell shoes, Manufacturers and Retailers alike 
must advertise and promote as they never have 
before. Watch this momentum develop in 1947 
in every issue of Boot and Shoe Recorder, in 
the advertisements of America’s finest suppliers 
of shoes and the other things you sell. . . . And 
in carefully planned editorial pages designed to 
keep your buying and selling in gear with this 
faster merchandising tempo. 


THE INFORMED 
RETAILER 
KEEPS 
MERCHANDISE 
IN MOTION 
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, MEN'S GENUINE HAND SEWN 
MB.ADRIAN WGN MOCCASINS 


2 , . <8 Here they are! Cozy moccasins that will be a treat for 
TO give X-Ray shoe fitting S Soo WS as your customers. The finest hand-sewn moccasins, made 
to the shoe retailers, is aN 4 in one piece, that skilled craftsmen can turn out. Others 
“first” with all the import- SS are available in styles for women and boys. Place your 
ant features in his new im- <r S order today. 


proved machine, the “SPECIAL.” 
No. 580—DARK BROWN 
FIRST with Selektor control — RETAN ELK 


three ray penetration. Brown 
Orthopedic 


FIRST with “Dynamikore” per- Rubber Sole 
formance—a clearer, brighter pic- Sizes 62-12 
ture than ordinary shoe fitter. 


FIRST with “unisteel" air-cooled 
unit—for longer tube life and trou- 
ble free performance. 


FIRST with new eye-appealing + ; 
styling—the “Special's full size ~ $ 
cabinet is an expensive piece of furniture . . . no handles or 3 ° 3 01 


bars to mar its beauty. Réquires only 23 x 39 inches of floor Minimum order 12 pairs 
space. Packed 24 pairs to case 
: Net 10 Ris 2 F.O.8. 


Price no higher than ordinary X-ray shoe fitters. 





Displaying at Benjamin Franklin Hotel, Room 447 


deninay tod, 1947 
X-RAY CO. ¢) KANDEL SHOE COMPANY 


MEN‘’S AND BOYS’ FINE SHOES 
2507 S$. HOWELL AVE. - MILWAUKEE 7, WIS. 114 READE STREET NEW YORK 13, N. Y 




















This spacious store is attractively 
decorated, the walls are tinted in rest- 
ful pastel shades, while the floor is cov- 
ered with matching asphalt tile. Com- 
fortable, modernistic chairs add to the 
pleasing decorative scheme. 


Mayer’s’ specializes. in women’s 
dresses and orthopedic shces, as well as 
a complete line of children’s shoes. It 
is one of the few stores in the South 
that can boast of an authentic ortho- 
pedic shoe department. 

Mayer’s features two selling floors. 
The main floor shoe department is de 
voted to women’s novelty and dress 
shoes, 


This department is under the diree- 
tion of C. L. Burnette, manager, and 
Harry Cooper, assistant manager. 
The mezzanine floor is the location of 
the children’s, as well as the women's 
orthopedic shoe departments. This de- 
partment is under the direction of Dr. 
M. D. Krauss, chiropodist, who was Te 
cently discharged from the 
Chicago, Ill.—A new twist in display was featured re ¥ Corps of the U. s. Army, ifter ¢ 
shoe store here. Allusion to great ‘peletings, in vines on y Andes bm ‘on years of service. Prior to his — 
reinforced by reproduction of the actual reference: “soft as a Renoir", “modern as career, Dr. Krauss was engaged ‘ 
@ Picasso", “graceful as a Degas". The man responsible for this display was chiropody practice in Knoxville. At 
SS Sees ree. present, he is personally fitting all 
patrons who require corrective = 
and appliances. He also supervises 
Mayer’s Opens Orthopedic who operates Corkland’s Style Center ating. of all children’s shoes. 
Department and the French Bootery, has recently ing him in the juvenile section, is Miss 
P opened a third shoe store, known as Elsa Koe, formerly manager of a chil- 


KNOXVILLE, TENN.—J. B. Corkland, Mayer’s, at 312 South Gay Street, here. dren’s shoe shop in Oak Park, Ill. 





Ks Boot and Shoe Recorder 








UNITED LAST 


TeVve BEeeee BRP Ir Pe & 


C it its by est 


att 


United Last sets the pace for 
smart Spring styles combined 
with good fit and quality last- 
making to fulfill the desires of 
today's shoe manufacturers. 


COMPANY 


’Fit-Foremost Lasts’ 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 













Hard-to-Get & 
ont & 


\ " : Ip Sto 
PPE’ .90 gor? ICE * KATE Ong Server® 
- OUTFITS Now; 
Professional CANADIAN FLYER 


FULL GRAIN LEATHER SHOES AND “UNION HARDWARE” NICKEL PLATED SKATES 
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» a> for WOMEN for MEN | 
; » Full Lined White Elk Leather 2-Tone Leather Professional Box Toe Model 
»y Shoes Black Leather Uppers 

7 White Felt Lined Tongue Tan Box Toe, Scuff Pad and Ankle Patch | 

— . Solid Leather Outsole | 










/ Solid Leather Outsoles = 


Nickel Piated Eyelets and White 


Extra La Nickel Plated 
Laces a Yellow” tye 


lets and Yellow Laces 


Felt Sock Lining Colored Web Reinforcements 
Gracefully styled Hockey Tubular Shearling Lined Tongue 
. UNION HARDWARE Skates UNION HARDWARE Tubuler 
Hockey Skates 
Sizes 3 to 8 
Sizes 5 to 11 
] PAIR $8. 
PAIR 











packed 12 pair to a case 
Shipment January 15 or Sooner — Guaranteed 
Only Bona Fide Non-Canceliable Orders Accepted 


THE ARNOFF SHOE CO. Inc. - 101 Duane Street » New York 








¢ Id > H d A e h x ] factory in the manufacturing field. 
0 Stein €a S ! rizona . oe a on After leaving Poland he went to Berlin 
and then Paris, where he did designing 
and orthopedic work. When he mi- 
grated to America just a little under 
40 years ago, he did custom work, and 
in five years had gone into business 
for himself. 

By 1912, he had started in the manv- 
facture of hand-sewn and hand-turned 
shoes on a small scale. A dozen years 
later he introduced reptiles in mass pro- 
duction. During the same period, he 
mass-produced silver and gold kid, and, 
soon after, paisley brocades. Shortly 
before World War II started, he re- 
tired and came to Arizona, where he 
entered the retail field. Now as depart- 
ment head for shoes in the Towne Shop, 
Mr. Goldstein brings the experience 
gathered on two continents for more 
than two-score years. 

The Towne Shop is architecturally 
tuned to the Southwestern motif, and 
from a merchandising standpoint to 

The shoe salon of the Towne Shop has an atmosphere of spaciousness and com- the needs of Arizona Winter visitors 
fort. Merchandise is stored in a room behind the draperies on the right. and a year-round population of style- 

conscious women. Floors are richly 

PHOENIX, ARIZ.— William “Bill” Mr. Goldstein learned the importance of carpeted, the walls are done in a sub- 
Goldstein, a man who has contributed “fitting shoes and not just selling dued gray, and indirect lighting, glass- 
many stylistic “firsts” to the shoe field, them.” That simple lesson has stood brick windows and tailored drapes add 
heads the shoe department of the new- him in good stead in his work in two to the elegant decor. Several of the 





ly-established Towne Shop, located in continents. Towne Shop’s eight departments have 
the heart of the Valley of the Sun, As a youth he worked in Felinski been set up in special salons which lead 
Phoenix. (Warsaw), at the time the finest house off from the main part of the establish- 


As an apprentice to a Polish boot- in Europe. Then, also in Warsaw, he ment. This feature adds to the leisure 
maker more than two-score years ago, worked for the first mass production and pleasure of shopping. 
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Martin’s Celebrates 


Centennial 

Monrop, Mich.—The year 1946 marks 
the 100th anniversary of the founding 
of Martin’s Shoe House here by George 
Martin, Sr. The firm and its members 
have for a century been an integral 
part of the community. 

George Martin, Sr., was born in Ger- 
many in 1819 and came to the United 
States in 1840. He settled in Newark, 
N. J. He came to Monroe in 1846 and 
opened his boot and shoemaking shop 
in September of that year on Monroe 
Street. In 1870 readymade boots and 
shoes were added to his stocks, at 43 
South Monroe Street, in a building 20 
x 80 ft., built in 1860; the building is 
still occupied by the Martin shoe firm. 

In 1872 a son, John A. Martin, en- 
tered the firm and soon became the 
junior partner. The firm was then 
called George Martin & Son. John A. 
Martin, father of Raimund F. Martin, 
died here on June 25, 1922, at the age 
of 66. He had served on the Board of 
Education of the City of Monroe for a 
number of years. 

Jacob Martin, a younger son of 
George Martin, also entered the firm in 
1877, and upon the death of George 
Martin, the firm became known as Mar- 
tin Brothers, which it remained until 
1917. Jacob Martin was elected Mayor 
of the City of Monroe in 1901, and held 
that office for five terms, 1901, 1902, 
1903 and again in 1909 and 1910. He 
died here on December 14, 1932. On 
March 1, 1917, he sold his interest 
in the firm to Edmund A. Yaeger, for- 
merly a partner in the firm of E. Yae- 
ger & Sons, and the name was then 
changed to Martin’s Shoe House, the 
firm consisting of John A .Martin, Rai- 
mund F. Martin and Edmund A. 
Yaeger. 


New Store Opens 
In Detroit 


Detroit, Mich.—The grand opening 
of Belloli’s Fine Footwear was an- 
nounced here recently. The concern will 
offer nationally advertised shoes for the 
entire family. Owned by Frank J. Bel- 
loli and Angelo J. Belloli, the store is 
located at 11706 Whittier Avenue. 





Midland Shoe Buys Acme 


St. Louis, Mo—The Midland Shoe 
Company has recently purchased all of 
the issued and outstanding stock of the 
Acme Shoe Company, according to a 
statement by its general manager, 
James H. Jones. The Acme Shoe Com- 
pany is now being operated as a wholly 
owned subsidiary, specializing in the 

and operation of basement and 
popular-priced shoe departments. 

transaction has resulted in the 

of Adrian Morgan as vice-presi- 

and supervisor-in-charge of Acme 

pany operations. Mr. Morgan 
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Pfeiffer Presents to 


THE GUILD 


And America’s Leading 
Retailers And Buyers— 


+78 
* 
- 


A novel white strap 
pattern of all leather 
construction by Pfeiffer, 
from the most widely 
discussed line of play 
and leisure footwear for 
1947. 


See the Pfeiffer Line 
Hotel McALPIN During 
the Guild Show—Jan. 5 to 8 


PFEIFFERS 


77 BEACON STREET 
WORCESTER. MASS. 














had previously served as manager, as- 
sistant buyer, and divisional supervisor 
for the Midland Shoe Company. 

Larry Beall, formerly manager of the 
Baton Rouge, Louisiana, department of 
Midland Shoe, has been promoted to the 
position of divisional supervisor vacated 
by Mr. Morgan, and Dan Backman has 
assumed the position left by Mr. Beall. 





Observes 15th Year 


OMAHA, Nes.— Hefflinger’s, men’s 
shoe store in the Redick Tower, here, 
celebrated its 15th anniversary recently 
by giving a cigaret lighter with each 









pair of shoes purchased on the last 
three days of the celebration week. 


To Hold Market Week 


OmaHa, Nes.— The Central States 
Men’s and Boys’ Wear Buying Week 
will stage its 11th market at the Paxton 
Hotel here with a complete showing of 
both men’s and boys’ shoes, January 5 
to 7, inclusive. The association is giv- 
ing each manufacturer’s representative 
a half-page ad free of charge in the 
Buyer’s Guide and Directory to be is- 
sued in connection with the market 
week. 
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MEN'S SANDALS 


oo s/s —_ 


STYLED FOR SELLING «© PRICED FOR PROFIT 


IN STOCK IN CHICAGO 


Men's “Billco”’ Ropeo 
NEW Rope-embedded-in-Rubber SOLE 


Brown Saddle Leather Upper; 
Rubber Heel; Leather rein- 
forced closed quarter; 

Roller Buckle. 


y 6 to 12 (full sizes) 
pocked 24 pair cases 


specify sizes wanted $37° 
poir 
Every Pair is Built for Wear—Order Now! 
Immediate Delivery-2%-10-Net-30-FOB Chicago 


Casuals - Sport Shoes - Slippers 
WILLIAM COHAN 
COMPANY 


UTH WELLS STREET, CHICAGO 6 


° “~~ 


METATARSAL PADS 


~~ e os 


RUBBER MET PADS 
$4.80 per gross prs. 
Send for illustrated circular showing 
all sizes and shapes carried in stock. 


SCHILLER'S METLONGS 


4126 Perlita Ave., Los Angeles 26, Calif. 














Seek Deer and Antelope Hides 

Fort WASHAKIE, Wyo.—The Ara- 
pahoe and Shoshone Indian Craft 
Associations are in the market for 
several hundreds of antelope, deer and 
elk hides for use in making moccasins, 
beaded pouches and other leather craft 
work, it is reported by Association 
spokesmen. Hides should be shipped 
by express collect to the Wind River 
Crafts Associations, Fort Washakie, 
Wyo., and will be paid for at current 
prices. Large shipments were received 
recently from the Indian Ice & Cold 
Storage ‘Co. at Casper and the Frozen 
Food Lockers Co. at Casper, it was re- 
ported. 
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Obituaries 





Harry M. Came 


Boston, Mass.— Harry M. Came, 
sales executive of the American Hide 
and Leather Company of this city and 
a member of the publicity committee of 
the calfskin group of the Tanners’ 
Council of America, died suddenly at 
lis home in Waban, Mass., last month. 
He was 62 years old. 

Mr. Came, who was born in Roches- 
ter, N. H., came to Boston in 1908 and 
began his long association with the 
leather industry by joining the staff of 
the Pfister & Vogel Leather Company, 
soon thereafter being made a member 
of the sales force covering the New 
England territory. 

In 1928, he went with the American 
Hide & Leather Company and four 
years later was made manager of the 
calfskin sales division with headquar- 
ters in Boston. He had traveled widely 
with sales representatives on his staff 
and was well known in all the major 
shoe centers of the country. 


Ira N. Levison 


ALBANY, N. Y.—lIra N. Levison, 68, 
widely known shoe dealer, and owner 
of the Swartz and Levison retail shoe 
store at 108 South Pearl Street, died 
recently in Greenwich, Conn., where he 
was visiting friends and relatives. 

Born in Albany in 1878, the son of 
the late Ferdinand and Rebecca N. 
Levison, Mr. Levison was educated in 
Albany and entered business in early 
hfe. He was a member and former di- 
rector of the New York State Shoe Re- 
tailers’ Association and member of the 
National Shoe Retailers’ Association. 
Also, he was a life member of Albany 
Lodge of Elks, a member of Washing- 
ton Lodge, F. & A. M. and Cyprus Tem- 
ple, a member of B’Nai B’Rith and the 
Congregation of Temple Beth Emeth. 

He was the husband of the late Sadie 
Plager Levison. He leaves a_ son, 
Ferdinand B. Levison, who succeeds him 
as head of Swartz and Levison, and a 
sister, Daisy Levison. Burial was in 
Temple Beth Emeth Cemetery, Albany. 


Charles A. Moder 


Los ANGELES, CALiF.—Charles A. 
(Doc.) Moder, died recently, leaving his 
widow, Rose, and his son, Richard, to 
survive him. He was Los Angeles city 
salesman for the Chesney Shoe Com- 
pany for the past 14 years. Mr. Moder 
came to Los Angeles in 1920 as West- 
ern sales representative for the John 
Meir Shoe Company of St. Louis, and 
later was salesman for both Interna- 
tional and H. C. Godman. He took an 
active interest in shoe organizations 
here, and he served as president of the 
Los Angeles Shoe Travelers Association 
in 1925 and 1926. 


Irwin Holtzman 


Los ANGELES, CAL.— Irwin Holi 
man, owner of Holtzman’s Bootery 
5464 Crenshaw Blvd., died here x» 
cently. 

Mr. Holtzman was in the retaij shoe 
business for many years. Heis survived 
by his widow, Kate; his son, Lloyd; 
and his daughter, Mrs. Harriet Levitt 
Mrs. Holtzman will assume the duties 
of running the store, and she will be 
assisted by Lester Silverstein, who has 
been manager for the past six years, 


Horace W. Irwin 


KNOXVILLE, TENN.—Horace W. Irwin, 
employee of the Spence Shoe Co, for 
thirty years and serving as vice-presi- 
dent and general manager when he be 
came ill a year ago, died recently at his 
home here. Mr. Irwin is survived by 
his widow, Mrs. Ann Flenniken Irwin; 
two sons, Eugene L. Irwin, and Horace 
W. Irwin, Jr., and a sister. 


George F. Moeller 


St. Louis, Mo.— Funeral services 
were held December 11 for George F. 
Moeller, 70, president of the Moeller 
Merchandise Co., a chain shoe store op- 
eration, 

Coming to St. Louis in 1907, Mr. 
Moeller established a shoe department 
iu the old Penney and Gentle’s depart- 
ment store, of which he later became 
president following its reorganization 
during World War I. Following its 
going out of business he organized the 
firm bearing his name. 

Mrs. Carrie Dachsteiner Moeller, the 
widow, and a son and daughter survive. 


Peter J. Kern 


MILWAUKEE, W1s.—Peter J. Kern, re- 
tired general manager of the James 
Shoe Mfg. Co., here, died recently at the 
age of 74, following a three week ill- 
ness. Mr. Kern was associated with 
the company about 15 years, starting 
as salesman. He became general man- 
ager in 1928 and retired in 1932. Born 
in Charlesburg, Wis., Mr. Kern lived in 
Milwaukee about 60 years. 


David E. Spathelf 

Sr. Louris, Mo.—David E. Spathelf, 
at one time a factory superintendent 
for the Hamilton-Brown Shoe Co., and 
later associated with the Boyd-Welsh 
Shoe Co., died recently in Miami Beac 
Fla., where he was vacationing with 
his wife, 

In recent years he had served a5 ® 
vice-president and director of the 
Hamilton Federal Savings and Loan 
Association. 
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With No Commercial Ski Boots 
Available This Year— Order Now! 
U. S. Gov't Surplus 


SKI - MOUNTAIN 
BOOTS 


Excellent Work Shoes! 


Sell these low-priced ski- 
mountain boots as work 
shoes and watch them 
move. Water - resistant 
uppers; rubber cleated 


from soles and they fit most standard PAIR 


bindings. “Rocker-bottom” for easy walk. In units of 12 pairs 
ing. Bought by miners, farmers, dairy- in g well-balanced 
men, linemen, road builders; workers in size grouping. Min. 
steel mills, slaughter houses, ice houses. order 12 pairs. 


Gov't sizes 5 to 92 equivalent to 
STANDARD SIZES 7 TO 11'/2 
Each width packed 12 ir assorted sizes per case 
Widihes c,D 
No restrictions on quantity . . . but supply is limited 
Order Now! All sales final 








SERVICE MANUFACTURING (0., INC. 


120 EAST 16th STREET + NEW YORK 3,N. Y. 








Missouri Store Remodels 


MonetT, Mo.—Remodeling of Pat- 
ton’s Shoe Store, in this city of 5000 
inhabitants, has recently been com- 
pleted, after 12 years of successful 
operation in the same location and un- 
der the same management. 

Mr. and Mrs. E. L. Patton, managers 
of the store, declare that their concern 
is now the most modern in Southwest 
Missouri. Details of the renovation in- 
clude an exterior of mahogany struc- 
tural glass, with the lobby made of 
beige and mahogany tile; an interior 
done in pale jonquil, with fixtures of 
natural wood, wine-colored fitting 
stools and chairs, and green rugs. 

Mr. and Mrs. Patton attribute their 
success to the handling of nationally 
known merchandise. 


Boston Boot and Shoe Club 
Holds Holiday Party 


Boston, Mass.—Members and guests 
of the Boston Boot and Shoe Club 
gathered at the Statler Hotel on the 
evening of December 11 for the club’s 

as dinner and meeting, held in 
the Imperial Ballroom of that hotel. 
More than 500 were present. 

A feature of the evening was a stage 
review—an olio of vaudeville acts by 
well-known professionals—arranged for 
and put on under the direction of 
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George E. Hamel of the L. H. Hamel ceded the show was the club president, 
Leather Company, Haverhill, Mass. John E. Daniels, prominent Boston sole 
Presiding at the meeting which pre- leather merchant. 





Shoe Salon Opens in Trading Center 


Milwaukee, Wis.—The Packard-Rellin shoe salon, occupying the center unit of 
the Colony Bay cooperative trading center in Whitefish Bay, prosperous lake-shore 
suburb of Milwaukee, offers men's, women's, girls’ and boys’ shoes. The Early Amer- 
ican architecture of the building is maintained in the store, which is furnished with 
maple furniture and green draperies at the small, colonial window. The walls are 
covered by a neutral tweed and “village print” paper. The building is air-condi- 
tioned and a parking space is located at the reer. 
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OUTDOOR BOOTS 
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ORIGINAL COWHIDE 
LADIES’ RUGGED WEATHER 
OUTDOOR BOOTS 


Toasty-Warm 
BROWN COWHIDE 
Fleecy Lining 


Immediate Delivery 
$6.25 


Sizes: 5 to ? 
Packed 12 prs. 
to case 


Zipper Style 
Full Sheep Collar 


Also available: Style No. 429, Leopard Velvet, 
Full Alpaca Sheep-Lined—$5.95 


Write for Folder. Other Styles 


CONJOR SHOE COMPANY | 


287 Broadway CO. 7-7972 New York 7, N. Y. 


6 6 6 


MOCCASINS 


6 6 PF 





GOOD GRADE, STURDY 
MOCCASINS 
Brown Orthopedic 
Rubber Soles 
Machine Sewn 
Immediate 
Delivery 
Girls’ Sizes 4-8 ...... 5 
Men's Sizes 6!/2-12 ........ .. aoe 
Boys’ Sizes 1-6 ... . 2.20 
Other type moccasins in stock 
Write for folder 


CONJOR SHOE COMPANY 


287 Broadway New York 7, N. Y. 














Market Association 
Holds Show 


OMAHA, NEB.—The Central Western 
Market Association held its four-day 
Spring fashion show recently at the 
Paxton Hotel, with more than 200 
salesmen from Nebraska and neighbor- 
ing states displaying 400 lines of mer- 
chandise, including women’s and chil- 
dren’s shoes. Attendance was good, ac- 
cording to Dave Katz, association secre- 
tary, but uncertainty as to Spring 
prices and consumer resistance to in- 
creased prices caused merchants to 
place orders with more caution than a 
year ago. 
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Jack Egler, owner of Jack Egler's Conformal Shoe Shop in Rockford, Iil., serves ¢ 
customer in his newly opened store. 


RocKForD, ILL.—Jack Egler, proprie- 
tor of the Conformal Shoe Shop, lit- 
erally “grew up in the shoe business.” 

Both his father and relatives on his 
mother’s side worked for the Brown 
Shoe Co. in St. Louis. At the age of 
14 Jack got his start in the shoe trade 
by pulling tacks from the heels of 
shoes in the factory where his father 
was foreman. He put in an hour or 
two after school in this menial task 
and a longer time on Saturdays. In 
later years he worked both in the shoe 
factories and as a salesman and finally 
manager of various shoe stores. All 
the time, he dreamed of the day when 
he might have a shoe store of his own. 

In November, Mr. Egler opened a 
second floor shoe department in Rock- 
ford. His store is actually “a room 
within a room.” Wallboard was. erect- 
ed on.three sides of the room, provid- 
ing “&A--stockroom on two sides of the 
room and a passageway adjoining the 
window side. The inner room, used 
for selling, is actually about the shape 


of the inside space in a letter “JJ.” 
The side of the room facing the win- 
dow is papered in an attractive de 
sign with alternating sail boat and 
river steamboat pictures. The walls 
on the two sides of the inner room 
are papered in fringed cloth pattern 
in pale green with a subdued red 
stripe. The floor covering is a forest 
green deep pile carpeting in embossed 
leaf effect. The chairs are in ivory 
with dark green leatherette upholstery. 
The ash tray on the combination maga- 
zine rack and stand is made in the 
shape of a pair of shoes. All shoe 
stock is in the rooms behind the par- 
titions and models are brought out to 
meet the customer’s requirements, 

Mr. Egler is using newspaper ad- 
vertising to acquaint people with his 
new shoe store and believes that sat- 
isfied customers’ recommendations to 
friends will also produce a substantial 
volume of business. A card record is 
kept of all customers and details of 
their purchases. 





M. S. Higham Joins 
Chicago’s Boston Store 
Cuicaco, Itt. — Marritt S. Higham 


' who for the past eight years has been 


assistant buyer of shoes in the base- 
ment division of J. L,. Hudson Co., 
Detroit, has joined the Boston Store, 
Chicago, where he will buy men’s, wo- 
men’s, and children’s shoes in the up- 
stairs departments. Named’ as assist- 
ant to Mr. Higham is P. C. Boling, who 
has been associated with the Boston 
Store for the past 18 years, and who 
for several years has been acting buyer 
of these departments. 

In addition to his activities with the 
Hudson Co. Mr. Higham had been edi- 
tor of Foot Steps, the monthly publica- 


tion of the Michigan Retail Shoe Deal- 
ers Association. 


Tregallas Firm’s Sixtieth 


Anniversary 


MaHANoy Ciry, Pa.—The sixtieth 
anniversary of its founding was marked 
by the T. E. Tregallas and Son shoe 
store here recently. Since the first store 
was opened in 1886 by “Tom” Tregallas, 
it location has changed four times, and 
its present site was acquired.in 1900. 

Until 1930 Mr. Tregallas -condueted 
the business alone. At that time his 
son, Paul, became a partner, to assume 
part of the responsibilities resulting 
from the rapidly expanding business. 
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Our Modern Factory Is Now In Full Production And We 
Are Ready To Supply You With A Complete Line Of Fine 
Leather Sandals For Men, Women And Children 


707 BROADWAY 
FORMERLY LION LUGGAGE CO. 


NEW YORK 3, N. Y. 








GREAT LITTLE TIME SAYERS! 


PRICE TAGS “2772.00 


your trim colors. 
20 different color designs on tags IN-STOCK 


Tell us your trim colors and we will send samples 
Size 1%" x 2%” 12 dozen—$3.00 
109 different CANADA: 

12 dozen—$3.30 


Prices In Stock 
With Store 144 Tickets $5.25 
Name Imprinted 288 Tickets 9.25 
Any selection of prices desired. M. O. or Check with Order Please: 
DISPLAY CARDS: $1.00 Each; 3 for $2.25 
List of texts to select from will be sent on request. 
Detailed Information on Bi-Monthly Service at Your Request 


BOOT AND SHOE RECORDER 


Merchants Service Dept. 
209 SOUTH STATE STREET e 











CHICAGO 4, ILLINOIS 











STOP NEEDLESS FADING 


TRANSPARENT SHADES STOP FADING RAYS* 
—YET GIVE YOUR DISPLAYS 

COMPLETE VISIBILITY. 

Almost 500,000 in Use! 

*over 90%, by actual test! 


& Write for new free book, “Sun Protection Plus 
Visibility” 


TRANSPARENT SHADE COMPANY 
Dept. 10 — 501 N. Figueroa St. — Los Angeles 12, Calif. 











Open Modernized Shoe Department 7 


Tiny but compact Is the newly modernized shoe department of the Foreman and 
Clark men's and women's apparel store in Huntington Park, California. 


manager for all the Foreman and 
Clark stores has found that the new 
shoe department is easy on salesmen 
as well as customers. Proof of its popu- 
larity is the 66 per cent increase in 
business since it was opened. 

Foreman and Clark, who have men’s 
and women’s apparel stores in princi- 
pal cities on the West Coast and in 
Kansas City, have specialized in up- 
stairs operations for the past thirty- 
seven years. The modernized Hunting- 
ton Park store, which is entirely a 
main floor operation, has shown such 
« brisk volume of business that store 
executives plan to add main floor’ de- 
partments to all of their stores as soon 
as materials and space are available. 


Salon Department for 
Young Customers 


PROVIDENCE, R. I.—The children’s 
shoe department at Cherry & Webb 
Company has undergone complete mod- 
ernization, making it a salon-type de- 
partment. 


Open Women’s Store 


HUNTINGTON Park, CAL.—One of the 
outstanding features of the newly mod- 
ernized Foreman and Clark store, here, 
Tiny but compact, it occupies a cor- 
ner of the men’s apparel department. 


is the small, neat shoe department. 
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It has six chairs upholstered in red 
leather and with bleached oak trim, 
and footstools to match. The wall be- 
hind the chairs is of saddle leather, 
and in it are two shadow boxes. 
Stanley F. Smythe, shoe buyer and 


BEAUMONT, Trex.—Allen’s of Beau- 
mont, new store handling women’s 
shoes and novelties, opened at 648 Or- 
leans street, here, recently. It is under 
the management of J. W. Lane, former- 
ly of Houston, Texas. 
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JOBS 


WE SELL 
QUALITY SHOES 


Qvality Shoes Since 1932 


From the Nation’‘s 
Leading Manufacturers 


M. K. WEIL SHOE CO. 


While in Town See Weil 
1215 Washington Ave. 
St. Lovis 3, Mo. 





BARIS SELLS 


Quality Shoes from Surplus 
Merchandise, Better for Less. 
BARIS SHOE CO.., Inc. 
Worth 2-5190-1 
79-81 Reade St., New York 7, N. Y. 
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CELLULOID SHOE FORMS 
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- ates children's, Infants = Ot 
only, va : heights and sizes — 
Write for samples or details 
LYONS & COMPANY 


120 Duane St., New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES SINCE 1900 
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BACKLESS BLANKET SLIPPERS 
Carpet Soles bd Soft-Padded Heels 
Assorted Colors e Sizes: 6 te 12 
$4.25 per doz. Terms 2% 10 days 
F.O.8. N. Y. 
Packed 12 Doz. to Case. 6 Doz. Min. Order. 
K. & G. SLIPPER CO. 
65 SUFFOLK ST. 
NEW YORK 2, N. Y. 











About Shoe People 





Melville Kaufmann, president of Cas- 
uals, Inc., Los Angeles, has been re- 
elected president of the California Dons 
for 1947. Mr. Kaufmann, who has been 
a prominent member of the organiza- 
tion since its founding, stated that its 
purpose was “to seek to create and pro- 
mote that which is truly Californian.” 

* * . 


Nathan J. Lissak, president of Lis- 
sak & Co., manufacturers of Vagabonds, 
flew to Los Angeles for the recent 
West Coast Travelers’ Association shoe 
convention. He visited the Southern 
California and West Coast shoe market 
primarily to develop new shoe ideas 
from California styles, he said. 

* * * 


M. S. Higham, assistant buyer to 
C. Guy Dixon in the women’s shoe de- 
partment of the J. L. Hudson basement 
store for the past seven years, was 
guest of honor at a special luncheon 
meeting held by Detroit shoe men re- 
cently. He is leaving the city to take 
over the shoe desk in an expansion pro- 
gram being initiated by the Boston 
Store in Chicago, and the event was a 
farewell testimonial to him. 

Presentation of a portable radio set 
as a parting gift was made by Adolph 
Goetz of Russek’s on behalf of the shoe 
men. Tributes were paid by Leonard 
Hack, president of the Detroit Retail 
Shoe Dealers Association, who pre- 
sided; Clyde K. Taylor, president of the 
Michigan Shoe Dealers Association; 
Bruce Dickman, on behalf of the Michi- 
gan Shoe Travelers Club; Samuel Plot- 
ler of the Original Sample Shop; and 
John Maloy of the Ernst Kern Com- 
pany, who formerly worked under Mr. 
Higham at Hudson’s. 

. * . 


S. Lachtman has been named mana- 
ger of Karl’s Shoe Store, 190 South 
First Street, San Jose. Mr. Lachtman 
recently returned from five years’ ser- 
vice in the Navy. He was in the retail 
clothing business in Los Angeles before 
he entered service. 

* * * 


DeWitt R. Cox and Arthur E. West- 
phal recently opened a new shoe store 
in San Marino, Cal. Mr. DeWitt was in 
the shoe department of Bullock’s, Inc., 
for fifteen years. Mr. Westphal was in 
the I. Miller shoe department of I. 
Magnin and Company. The store will 
bear the name of West Cox Shoes. 

. . * 


Jules Schoen, for twelve years with 
Ansonia DeLuxe Shops, Inc., has been 
named manager of the shoe department 
of the new Goodman’s Specialty Shop, 
Miami Beach, Florida. For the past five 
years he was manager of Ansonia’s 
Lincoln Road store. In April, 1946, he 
opened a Buffalo branch of Ansonia. 
The shoe department of the new Good- 


man shop will be centrally located wih 
easy access to both gloves and bags, 
°¢ « 


Steve Brodie, representative of Lg 
fayette Shoes, Los Angeles, recently an. 
nounced that the Los Angeles office has 
been enlarged and that he is again 
showing a complete line of samples 
Mr. Brodie’s territory covers Southern 
California and as far East as Chicago, 
including the South. 


. > * 


Homer Webster, who represents Pi. 
Mode Shoe Company of Everett, Mass, 
is opening new offices in the Haas 
Building, Los Angeles. 


* * * 


Maurice W. Rose, sales representa. 
tive of Blair & Ross, Inc., of 28 Beek. 
man Street, New York, will soon leave 
on an extended business trip to Europe 
on the Queen Elizabeth, to visit shoe 
centers in England, France, Italy, 
Switzerland, and other neighboring 
countries for import and export pur- 
poses. 

7 7 . 

Thirty-six youngsters from the 
Dover, N. H., Children’s Home were de- 
lighted recently when they were treated 
to a big dinner in a downtown restav- 
rant by Henry Hermer and Moe Miller, 
owners of the shoe manufacturing con- 
cern of Miller-Hermer, Inc. Following 
the dinner, they were invited to be 
guests of the management at a matinee 
at the Strand Theater. 


* * * 


Paul Katz has recently renewed busi- 
ness acquaintances in Europe and has 
announced that he has established chan- 
nels through which he is now able to 
offer exclusive designs of French and 
Viennese footwear to high grade wo- 
men’s shoe manufacturers. Mr. Kats, 
owner of the Princeton Shoe Co., New 
York, arranged to handle these Euro- 
pean styles through friendships made in 
some 35 years’ experience abroad. 

* 7 * 


Jack Marcus and Hubert Gonzales, 
owners of Margon’s Shoe Store in Ss- 
linas, Calif., are opening a new store a& 
368 Bellflower Blvd., Bellflower, under 
the managership of Charles E. Tarelton. 


* * * 


Morrey Friedman and Helder Albur- 
que, who have been in the service for 
the past two years, recently returned to 
their former positions at Karl’s Shoe 
Store, San Leandro, Cal. Mr. Friedman 
is the manager, and Mr. Alburque is his 


assistant. 
7 * * 


Nat Glassberg is now representing 
the Gregg Companies, Inc., of Bayonne, 
New Jersey, manufacturers of “Rub-R- 
Rope” soled shoes. Mr. Glassberg has 
opened offices at 3146 Midvale Avenue, 
Los Angeles. 
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METATARSAL 


Write for Catalog 

Showing Scott's Com- 

plete ‘Profit’ Line 
THROUGH SHOE 








FOOT APPLIANCE 


OMAHAKL NEBRASKA 


. 
Scotts EXCLUSIVE Cloverleaf 


This exclusive Scott design makes friends quickly— 
builds traffic—builds profits. A scientifically designed 
metatarsal pad made of orthopedic sponge rubber, 
available in 4 sizes—small, medium, large, extra 
large. Tack on style or adhesive backs. 


SOLD EXCLUSIVELY 


SHOE DEPARTMENTS 
AND FOOT SPECIALISTS 


Makes 
Profits 


PADS 
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Frank Feeck, manager of the Endi- 
cott-Johnson shoe store at Court and 
Washington Streets, Binghamton, N. Y., 
was made an honorary member of the 
shoe company’s Thirty Year Club at 
the December meeting and Christmas 
party. He is a past-president of the 
organization. 

* > * 

Frank O. Tilton, former shoe store 
proprietor in Exeter, N. H., observed 
his 92nd birthday at his home recently. 
Besides being a prominent business 
man for many years, he served as 
deputy sheriff of Rockingham County 
for 22 years and as a member of the 
Exeter Board of Selectmen for three 
terms. 


* * . 


Amy Fagan, stylist for women’s 
ready-to-wear, intimate apparel, milli- 
nery, and shoes at Macy’s, New York, 
has been promoted to the rank of coun- 
cillor, it was announced recently by 
Murray Graham, vice-president. It was 
also announced that in her new capacity 
as Macy’s first Fashion Councillor, Miss 
Fagan will assume the responsibility of 
chairman of the Fashion Committe of 
the store. 


* ¢+ ¢ 


Al Seicol, for 20 years associated 
with the John Irving Shoe Corporation, 
the latter part of which as display di- 
Teetor, has opened his own business as 
display consultant at 775 Riverside 
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Drive, New York City. Mr. Seicol says 
that he is concerned with all types of 
display, window and interior. 

> > * 

Mr. and Mrs. Al Gerdwagen, who 
operate Charley’s Shoe Store at 651 
Myrtle Avenue, Brooklyn, N. Y., cele- 
brated their 17th wedding anniversary 
recently on the same evening of the 
wedding of their nephew, Irving Itzko- 
witz, who is well acquainted with the 
shoe people in New York. Many of the 
guests at the wedding had been present 
at the Gerdwagen’s wedding. 

> * 


Vernon Lozotte, for the past 11 years 
associated with a shoe store in West 
Bend, Wis., recently became a partner 
in the Baumann & Jensen Co. shoe 
store at Chilton, Wis. Al Baumann and 
Art Jensen have operated the estab- 
lishment since 1918, and both will re- 
main active in the business. 

* * * 


Rudy Nath, of Chicago, has pur- 
chased the Jorgensen shoe store and 
repair shop in Rib Lake, Wis., from C. 
F. Jorgensen, operator of the establish- 
ment for the past 10 years and who now 
plans to construct and operate a locker 
plant at Ogema, Wis. 


William A. Wiss, who. ntly. re- 
signed as mezzanine department mana- 
ger and assistant buyer at Russek’s, 
Detroit, has taken over the Lloyd’s Shoe 


TUR 


TOPS IV TAPS 


Black patent or white leather 
Tap Tie, toe taps included but 
not attached. Medium width. 


Child Sizes 8% to 11, $2.50 
Misses’ Sizes 11% to 3, $2.75 
Girls’ Sizes 3% to 9, $3.00 


Shipped only in units of 18 pairs 
of any of above size-runs. Stan- 
dard size assortments to case. 
' Terms: Net 30 Days 


166 North 3rd Street, Columbus, Ohio 


Store from Lloyd E. Hessenauer, at 
13830 West McNichols Road, Detroit, 
and is planning to add a line of men’s 
shoes in addition to the women’s and 
children’s lines formerly carried. 

* * . 


Sam Kushins, who represents ‘Cathy 
Footwear of Hollowell, Maine, recently 
opened new sales rooms in the Haas 
Building, Los Angeles. : 


, = = 


W. A. Jefferies recently joined Abben- 
Kremer Shoe Co., Worcester, Mass., 
manufacturers of casuals and men’s 
shoes, as their West Coast representa- 
tive. His territory will include ‘Cali- 
fornia, Oregon, and Washington: -He 
was formerly West Coast district: man- 
ager for Jarman Stores, Division of 
General Shoe Corp., Nashville, Tenn. 


> * > 


William H. Wilkerson, president of 
the Auto-Soler Company, of Atldita, 
Georgia, was a featured speaker at the 
joint annual convention of the Chicago 
and Wisconsin Leather and Finders As- 
sociation in Chicago recently. This is 
the second successive year that Mr. 
Wilkerson has spoken at the joint meet- 
_ * * « 

Homer and Bricie G. Rogers ‘and 
Unita Rogers Sweatman have incorpo- 
rated the R and S shoe Company, Inc., 
to operate a retail shoe storéin Sih 
Antonio, Tex. — 
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MEN'S FULL-FASHIONED 


NYLON HOSE 


TYLE 8355/9. Good-looking, 




































with mercerized cotton tops, heels 

and toes. Reinforced soles. A 

fast-selling "star item! Colors: 

Black, cordovan, navy, maroon. '/2 

dozen pairs in solid color to box. 
Sizes: 10 to 12 


$12-50 Dozen Net 30 doys 


FRIEDMAN croseny cone 


319 Fifth Avenue, How York City 16 





Announce Plan for 
Shoe Fair Reservations 
[CONTINUED FROM PAGE 101] 


NSMA who exhibited at one or more of 
the eleven National Shoe Fairs. Such 
: firms will be allowed until February 4, 
: 1947, to make application for rooms. 
These assignments will be made on the 
basis of drawing numbers as described 
above, as well as the number of credits 
zgarned by each firm participating in 
ye or more of the previous National 
Shoe Fairs. The period from Febru- 
ary 5 to February 19, 1947, will be al- 
lowed to permit the management of the 
National Shoe Fair to complete room 
assignments for non-members of the 
National Shoe Manufacturers Associa- 
tion who exhibited at one or more of the 
aleven National Shoe Fairs as outlined 
above. 

Further details of participation will 
be covered in the official contract which 
is now in the course of preparation, 
she announcement said. 


Opens “Foot Relief’ 
Department 


Tucson, ArIz.—Promoted as a special 
department for foot sufferers, Stein- 
felds, Tucson’s largest department store, 
has opened a new “Foot relief” de- 
partment adjacent to the shoe section. 
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well-wearing NYLON Socks | 


Brown-out Brightened 
By Adler Batteries 
















New York—The recent coal strike 
and the resulting brown-out restrictions 
here failed to dim the night display in 
the windows of the 42nd Street Adler 
Shoe Store. A determined management 
simply got out their old flashlights, 
bought a few Army surpius battery 
lights, and blithely provided the Great 
Dark Way with a little 42nd Street glit- 
ter. Crowds testified their approval. 
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No. 5M METAL 


PATIENCE PUZZLE GAMES 


Six assorted subjects. Litho- 
graphed in multicolor and fab- 
ricated on aluminum base. 
Clear plastic face. 3%” diam- 
eter. 












Ask for a sample, quotation, 
and our latest catalog #25A. 


"Leder" 
INDUSTRIES, Inc. 


39-45 W. 19th St., New York 11, N.Y. 


SUPPLYING ADVERTISING 
NOVELTIES SINCE 1902 





Buy Savings Bonds 














ITS INVISIBLE... 


... even in sling-type shoes! 
Forms fit either shoe. No 
problem of lefts or rights. 
Heel strap is held firmly in 
place. Easy to insert and 
nothing to dust. 
immediate delivery! 


$1.25 PER PAIR 


Sample on Approval 
“Send for Catalog of Complete Line" 


ROGER KENT (0... Alcstics 


*Trade Mark Registered 
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Review Prices of 
Surplus Footwear 


WASHINGTON. — Consultants repre- 
senting all segments of the shoe indus- 
try have reviewed current prices of sur- 
plus footwear and made suggestions for 
changes in prices of some types of shoes 
and boots. 

W. O. Cagney, Chief of the WAA 
Footwear Branch, told consultants at 
WAA national headquarters that vir- 
tually all offerings of surplus footwear 
have been oversold and that declared 
stocks are currently low. Pointing out 
that market prices for footwear have 
advanced recently, he requested the ad- 
vice on pricing surplus footwear. 

The consultants inspected samples of 
each type of footwear in inventory, and 
their opinions of prices were listed in- 
dividually following brief discussions. 

Consultants present were John E. 
Foote, H. H. Foote Shoe Company, 
Brockton, Mass.; Joseph Goldstein, 
Julius Goldstein and Sons Company, 
Boston; Mahlon Haines, The Shoe Wit 
ard, York, Pa.; Lawrence Merle, Endi- 
cott-Johnson Shoe Company, Endicott, 
N. Y.; Charles M. Rosenthal, A. and N. 
Trading Company, Inc., Washington, 
D. C.; E. A. Schmidli, J. C. Penney, 
New York City; W. E. Tarlton, Brows 
Shoe Company, St. Louis, Mo.; Harry 
J. Wood, G. R. Kinney Company, New 
York City. 
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News of the Salesmltt and Syypoliers 


Covers Northwest for Selby 


Portsmouth, O.—L. M. Doty, Jr., sales- 
nan for the Styl-Eez Division of The 
Selby Shoe Co., here, is at present cov- 
ering the Northwest states of Washing 
ton, Oregon, Idaho, Montana, Wyoming, 
Utah and Colorado. 


R. Neumann Cited by 
Factory Management 


Hopoken, N. J.—“Good Housekeep- 
ing Under Difficulties” is the title of an 
article which appeared in the November 
issue of Factory Management & Main- 
tenance magazine, pointing out the 
cleanliness and efficiency of one of 
America’s model tanneries. R. Neu- 
mann & Company, here, has a set-up 
which disproves the time-held notion 
that a tannery is a messy place. 

In Factory Management’s article, 
this reference is made: “Tanneries have 
long been notorious as places that are 
seldom kept clean. Raw smelly hides 
are processed under conditions that 
make for wet floors, littered and slip- 
pery with scrapings of fat and other 
waste. Hair and refuse pile up from 
hide cleaning operations. To add to 
these factors that are general through- 
out the industry, Neumann’s problem 
ls made more difficult because one of 
the company’s three buildings is 50 
years old, and the newest one is al- 
ready 25 years of age. Moreover, the 
neighborhood in general is a dirt and 
dust producer.” 

Cleanliness and good order were con- 
sidered by the management as con- 
tributing to quality production, and 
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good housekeeping effects safety, good 
will, employee morale, low upkeep cost 
and reduced work fatigue. The offices 
and showroom in the tannery are also 
exceptional, giving a visitor an impres- 
sion that he or she is in an insurance 
or similar mercantile institution, rather 
than in a tannery. Modern, diffused 
lighting systems, glossy, inlaid floors, 
and photo-muraled decorations all pro- 
vide a brightness and cheer which seem 
to take one out in to the open. 


D. F. Jamison to Manage 
Worcester Shoe Co. 


WORCESTER, MAss.—David F. Jami- 
son, well-known shoe manufacturing 
executive, has been made general man- 
ager of the Worcester Shoe Company 
of this city. The company makes a line 
of men’s and boys’ welts. 

Mr. Jamison has had many years of 
experience in the industry, at one time 
and for a period of about fifteen years, 


having been office manager and superin- 
tendent of the men’s welt division of 
the R. P. Hazard Shoe Co., of Gardiner, 
Maine. This position he left about five 


DAVID F. JAMISON 


years ago to join the executive staff of 
the Krippendorf Kalculator Co., of 
Lynn, Mass., where he remained until 
he resigned to become identified with 
the Worcester Shoe Co. 





Offer New Hand-Sewn Moccasin Oxford 


A new pattern, seen in this hand-sewn moccasin type shoe by E. E. Taylor, 
has stimulated favorable comment throughout the trade. Its distinguishing features 
include a hand-sewn moccasin front, a two-eyelet raglan blucher quarter, a hand- 
sewn lacestay, a welted heel seat and the lack of a counter. 
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College Students Visit Shoe Factory 





Frank Mitulski, general factory superintendent of Jchnson, Stephens & Shinkle Shoe 
Co., explains to 34 visiting students from Stephens College how shoes are made. 


St. Louis, Mo.—Going “Back Stage 
of Fashion,” 34 girls from Stephens 
College, Columbia, Mo., visited one of 
the four factories of the Johnson, 
Stephens & Shinkle Shoe Co. tecently. 
To see the complete picture of shoe 
manufacturing in a modern factory, the 
girls were shown the progressive steps 
in the making of shoes. 

McLeod Stephens welcomed them to 
the factory and introduced Miss Jennie 
Bolatto, stylist and designer, who gave 
a short resumé of shoe designing. Hav- 
ing been shown how shoe styles are 
created, the girls were taken into the 
pattern department where it was ex- 
plained how the styles are developed 
for production purposes. 

The tour of the factory was started 
in the cutting room and continued 
through the fitting, lasting, finishing 
and packing departments. The opera- 


tions in each of these departments were 
carefully explained by Dave Rush and 
Frank Mitulski, general factory super- 
intendent. 

Climaxing the tour, the girls gathered 
in the sales rooms and saw the entire 
Rhythm Step line. Souvenirs—blue and 
white plastic key chains and match 
holders—were presented to the girls 
along with a booklet, “A Bit About 
Boots,” which traces the development 
of the shoe industry. 

This tour was a part of the visual 
educational program of the Stephens 
College. The girls later visited manu- 
facturers in the ready-to-wear field 
They were also guests at the joint 
luncheon meeting of the Women’s Ad- 
vertising Club and St. Louis Fashion 
Group at the Hotel Statler, where a 
style show presenting St. Louis Spring 
fashions was given. 





Starts Own Fashion Service 


NEw YorRK—The establishment of a 
retailer buying and advisory service 
for accessories for the shoe store has 
been announced by Miss Sylvia Hamil- 
ton who has recently resigned her po- 
sition'as merchandiser and buyer of 
accessories for Frank Bros. in this 
city. The new service is to be known 
as “Fashion Mating”. 


Her four years’ recent experience 
with a high style New York shoe store 
has led Miss Hamilton to the con- 
clusion that there is a need for an 
advisory and buying service for shoe 
retailers all over the country. Part 
of her work will be to cooperate with 
the shoe resources of each store to 
supply coordinated accessories which 
will be delivergd to the store simul- 
taneously with the deliveries of the 
shoes. Miss Hamilton foresees an in- 
crease to double the present figures of 
accessory business in shoe stores which 
attack the problem intelligently and 
with a realization of the fashion im- 
portance of selling a woman accessories 
matched to her shoes. 
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Colorful Display Features 
Trade Mark 








Webster, Mass.—Working on the prin- 
ciple that it's sound strategy to hammer 
away at the market with a good sales 
idea, Bates Shoe Company is featuring 
an eye-catching display. It consists of 
flock-finished base, polished aluminum up- 
right red, trade-mark disc and arrow. 


Rand Named Trustee 
Of Railroad 


St. Louis, Mo.—Frank C. Rand, 
chairman of the board of the Interng. 
tional Shoe Co., has been named a vot. 
ing trustee of the St. Louis-San Fray. 
cisco Railway by United States District 
Judge George H. Moore. Mr. 
along with two other St. Louisans, 
Hugh McKittrick Jones and Richard |, 
Lockwood, were named to control the 
voting power of all the stock of the 
railroad, which has been in receivership 
for 14 years, from January 1, 1947 yp. 
til January 1, 1952. Mr. Rand’s ap- 
pointment as a trustee actually was 
made by bondholders, with approval of 
Judge Moore. 





Named Shoe Products 
Ad Manager 

AKRON, O.—-Charles H. Caldwell has 
been appointed manager of advertis- 


ing and sales promotion for the re 
cently created Shoe Products Sales 





CHARLES H. CALDWELL 


division of The B. F. Goodrich Com- 
pany, it has been announced by Frank 
T. Tucker, director of advertising 

Mr. Caldwell has been with the com- 
pany since 1944 in the sales promotion 
department, He is a graduate of the 
Robert Morris School of Business, and 
took special studies at the Retail Re 
search Bureau of the University of 
Pittsburgh. 





A. C. Joesting Resigns 
Post with Joyce, Inc. 


New York, N. Y.—The resignation 
of August Carl Joesting, sales and pub- 
licity representative here for Joyce, 
Inc., of Pasadena, Cal., was announced 
recently. Mr. Joesting will become buyer 
of shoes for The Higbee Co., of Cleve- 
land, succeeding Howard Gray. 

Before his appointment to his posi- 
tion with Joyce, Inc., in October, 1945, 
Mr. Joesting was merchandiser of wo 
men’s and children’s shoes for the Mars- 
ton Co., San Diego, Cal., and previous 
to that was associated with the J..W. 
Robinson Company, Los Angeles. 
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That’s why Invincible Roll 
Setting Aluminum Eyelets 
in large sizes are so prac- 


tical and desirable for 





children’s shoes. 


COLORS 


They are available in Pink and 
Blue as well as in all other 
standard colors. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 


January 1, 1947 





Mayor Opens Plant, Gets Shoes 


wh! 


WORK SHOES 


—r~ 


; Men’s Steel Toe Safety Shoes 
Men’s Popular Priced Work Shoes 


Union Made 


GOODWILL SHOE COMPANY 
Holliston, Massechasetts 














MEN'S SHOES 


. 
WHEN STYLES Portsmouth, N. H.—Mayor Mary C. Dondero of Portsmouth was presented re- 
IN THE PICTURE cently with a pair of shoes produced in 45 minutes during the official opening of 
the Yankee Shoemakers’' new shoe plant, here. Sam Smith, president of the con- 
pany, did the honors. The new factory manufactures a line of shoes designed ex- 
clusively for the teen-age market. Mayor Dondero opened the plant by snipping « 

shoestring ribbon at inauguration ceremonies. 





New Firm Offers the American girl or young woman 
wants, he explained, it is unlikely that 


Style of the Month we can make a pair of shoes she will 


ms St. Louis, Mo.—Producing high- D¥Y- 
style sculped heel wedgies, John and “The American girl,” he said, “gets 
Se ee ee ee Mira Heglund Stiebel are a husband more schooling today than she did 





New York Offices, 508-510 Marbridge Bidg., New York 1, N.Y. 7 : 
West Coast Offices, 401-402 Haas Bidg., Los Angeles 14, Calif | and wife team who have made progress twenty years ago; she travels more 


| toward successful shoe manufacturing and she is less inclined to buy a pair 
in the span of six months. of shoes just because they follow the 
While both of them agree there is pattern currently in demand.” 
Hold Official Opening more than one way to put an opera- In analyzing the psychology of the 
tion like theirs over the hump, even potential buyer of shoes in their price 
a ae ee Flory — in a competitive market, they are par- class, Mr. and Mrs. Stiebel have found 
sare Reng yma ne Bone so tial to their own methods and prone that models which are slightly different 
in November at 314 West 17th St. The —s romeery! and faster than Paw 
opening was delayed several months which are identical with the _ . in 
by material shortages, but over 10,000 top demand. For that reason t . = 
pairs of shoes for men, women and changes its pattern every month and 
childven wane im shack for i. event has a new mode! in retail outlets be- 
Dr. Frank Mendicino, registered chi- fore the previous month’s pattern can 
ad , ? - . 
ropodist, also has his offices in the shoe be copied. ; 
store building. Currently producing 180 pairs 4 
day in their plant at 1708 Delmar 
* 7 7 Boulevard, their product is being re 
New High Style Store Opens tailed in well known stores. 


MIAMI BEACH, FLA.—Goodman’s is 

the newest shop on fashionable Lin- 

coln Road to offer high style footwear Cc . 

for ladies in connection with women’s : -orrection 

apparel and accessories. All depart- Due to an error, the advertisement of 

ments are separated, not by walls or the Rio Grande Importing Co. of 

fixtures, but by color schemes and Brownsville, Texas, which offered & 

lighting. Dr. Morris Goodman is presi- Mexican oxford for sale in the Novem- 

dent of the new concern. MRS. J. STIEBEL ber 15 issue of the Boot AND SHOE RE 
CORDER under the “Where to Buy” se 

Lease Factory Building to believe that at least a portion of tion, read “Saguano” instead of “Sag- 
their strategy is essential in any sim- uayo,” the proper name for the shoe. J. 


St. Louis, Mo.—Johansen Brothers ilar operation. C. Sewell, of the Rio Grande Import 
Shoe Co., 3642 Laclede Ave., has ob- In defining their strategy Mr. Stie- ing Co., informs us that Saguano means 
tained a long term lease on a one-story bel summed it up in these words— nothing, whereas “Saguayo” describes 
brick building at 3250 Walter Ave., “keeping abreast of the psychology of exactly the rugged mountain oxford of- 
Maplewood. the market.” Unless we know what fered in the advertisement. 
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“GLAMORIZERS” 


by ACE BOWS 





No. 95 
H Black Patent. Black, Town Brown, 
Sr nenst, fed, Navy Calf; Black, Brown, 
Navy, White Suede. Diamond Cut Rings— 
Gold or Silver. 
per dozen. Terms: 2% 10 days 
(Twelve Pcir Minimum Order) 
immediate Delivery. All Bows with Clips. 
Samples of other styles on request. 


ACE BOWS, INC. 
212 20th Street Brooklyn 32, N. Y. 











RUBBERS 


CR 8 





MEN'S SNUGFIT RUBBERS 
Pat. Molded Process assures perfect fit. 
CLOG £2068 85¢ pr. Terms 2% 10 
F.0.8. Detroit. Packed 24 pr. to case 
asst. or solid sizes, small, med. 


and . 
In stock. Write or wire. 


AMERICAN SHOE CO. 
251 W. Jeff. Ave., 
Detroit 26, Mich. 
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LEATHER PRODUCTS 


oe oF 


e——— BINDING 


PIPING & STRIPPING 


ROLAN 
LEATHER PRODUCTS CO. 
725B Union Street Brooklyn, N. Y. 
SOUTH 8-5475 











Verkamp Named Vulcan 
Director 


Cincinnati, O.—Walter F. Verkamp, 
Cincinnati industrialist and an execu- 
tive of the Verkamp Corporation, has 
been elected a director of the Vulcan 
Corporation. 

Mr. Verkamp replaces Charles E. 
Dowling, who resigned, 

L. G. Budke will succeed Mr. Dowling 
as Secretary in addition to his duties as 
treasurer, Mr. Dowling is remaining in 
an advisory capacity. 


January |, 1947 


James T. Pettus Retires 
From Active Service 


Sr. Louis, Mo.—Rounding out nearly 
49 years in the shoe industry, James T. 
Pettus, vice-chairman of the board of 
director of sales of International Shoe 


JAMES T. PETTUS 


Co., announced his retirement from ac- 
tive service with the firm, recently, but 
will continue in an advisory and coun- 
selling capacity. 

Replacing Mr. Pettus as director of 
merchandising and sales are Edgar E. 
Rand and Henry H. Rand, who will 
share the duties. The former will 
handle men’s and boy’s shoes and the 
latter, women’s and juvenile shoes. 

A native of Davidson County Ten- 
nessee, Mr. Pettus came to St. Louis in 
1892 when only eighteen and took a job 
as a clerk for the Rice-Stix Dry Goods 
Co. in 1898 he joined the shoe firm of 
Roberts, Johnson & Rand, where at in- 
tervals in his early career he worked 
as elevator operator, freight receiver 
and order filler. 

Succesful handling of his various 
tasks, however, led to rapid advance- 
ment and his transfer to the merchan- 
dising end of the business. Exhibiting 
a knack for merchandising Mr. Pettus 
soon headed the department and by 
1907 was named a director. A year later 
he was named vice-president. 

Continuing his association with Rob- 
ert, Johnson & Rand, Mr. Pettus, with 
other members of his firm and the Pet- 
ers Shoe Co., was one of the founders of 
the International Shoe Co. when it was 
formed December 27, 1911. 

Elected a director and a vice-presi- 
dent of the new firm he also took an 
active part in merchandising and sales 
and eventually was placed in charge 
of the over-all merchandising policies 
of the company. With continuous ser- 
vice since International’s founding, Mr. 
Pettus is the only one of the original 
thirteen incorporating directors, still 
connected with the firm. 
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MEN'S SLIPPERS 


Te 


MEN’S OPERA 


BROWN ALLIGATOR 
Imitation Leather 


$2.25 


H-8025 
Sizes 6 to |! 


| FULL PLATFORM—LEATHER SOLES 


CALIFORNIA CONSTRUCTION 
IN-STOCK for Immediate Delivery 


PL H. VOLK & CO., INC. 


2-4 Lombard St., Baltimore 1, Md. 


also VOLK SHOE STORE SUPPLIES, INC 
ws 109 N. 4th St.. Phile., Po. 








6 OF Te 


MOCCASINS 


6 6 





BROWN SMOOTH RETAN SPLIT 


MOCCASINS 


Immediate Delivery 


$2.65 


Net F.O.B. Phile 


MEN'S é-! 
BOYS’ |-é 
WOMEN'S 4-¢ 
Also in 
Hand Sewn Golden Brown Reton 
Men's 3.50 Boys’ 3.40 
Men's White Elk 3.50 
Min. Order 18 or 36 prs. ° 4 Eyelets 
Orthopedic Sole 


KRISCHER-KLINE SHOES 


34 No. 4th St. Phila. 6, Pa. 








Buy Savings Bonds 
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CAMP MOCCASINS 
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STURDY, SPLIT LEATHER 
CAMP MOCCASINS 


Brown Orthopedic Rubber Soles 
Machine Sewn 


$1.85 


PER PAIR 


IMMEDIATE 
DELIVERY 


Boys’ Sizes 2-6 


Men's Sizes 6-11 
Women's Sizes 4-9 






MARATHON SPORTING SHOE CO., INC 
116 Duane St... New York 7, N.Y 
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LITTLE GENTS' SHOES 


A 6, 





LITTLE GENTS 
Brown or Black Smooth Elk Uppers 
Moccasin Toe 
Sport non-markin 
rubber soles an 
heels 
Sizes: 10-3 


$2.60 
per pair 







brown 


oo—Leather Soles 
Brewn Elk or White Elk 


Blucher—Ptain fT 


Sizes: 5-8 $2.00 8-12 2.60 
IMMEDIATE DELIVERY. Packed 36 prs. to case. 
Terms: Net 10 days F.0.6. N.Y. 

Look for us at the Phila. Show 
POLONER SHOE COMPANY 
156 Duane Street New York, N. Y. 














Appoint New England 
Sales Agent 


HosBokEN, N. J.—Robert J. Clements, 
who has traveled the New England ter- 
ritory for several years for R. Neu- 
mann & Co., has been appointed sales 
agent and will operate from a newly 
opened Boston office at 20 East Street. 

Mr. Clements has been associated 
with Neumann leathers for eighteen 
years. He started in the sorting de- 
partment and worked into other tan- 
nery jobs until he was appointed to the 
sales staff in 1935. His territory will 
include New England, upstate New 
York and eastern Canada. 
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Walter Roose Honored 
For Air Travel 





WALTER C. ROOSE 


MARION, INDIANA—Walter C. Roose, 
sales manager of the Marion Division 
of Daly Bros. Shoe Co., Inc., was re- 
cently presented with an honorary 
gold-engraved certificate by United 
Airlines for his 765,000 air miles log- 
ged in business and travel since the 
pioneer days of aviation. 

Mr. Roose first took to the air as a 
passenger of Jack Knight, a veteran 
pilot of pre-airmail days, in an open 
cockpit Boeing, on a flight from 
Omaha, Nebraska, to Chicago. His de- 
votion to air travel has prompted Mr. 
Roose to keep a scrap-book of flying 
mementoes, which includes over 400 
flight reports. President Patterson of 
United Airlines has told Mr. Roose 
that his 765,000 passenger miles con- 
stitute some sort of record. 


New Firm Will Carry 
Men’s and Boys’ Shoes 


Boston, MAss.— Maurice (Moe) 
Block, who has been connected with the 





MAURICE BLOCK 


wholesaling and manufacturing of foot- 
organized the 


wear since 1913, has 











to 
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DISPLAYERS 


el i ed errr, 


| SHOE 
422 pisptay 
.S\ FURNITURE 


BEAUTIFUL! DURABLE! 
Get catalog of all 
designs from your 
nearest jobber 

or write direct 


COMMONWEALTH MANUFACTURING (0 


HOWARD ST. & LEHIGH AVE 


PHILADELPHIA 








Acme Shoe Company, Inc., with head- 
quarters at 168 Lincoln Street, this 
city. The company is engaged in the na- 
tional distribution of men’s and boys’ 
Goodyear welt dress shoes bearing the 
trade-name “Sturdiline.” 

These lines will be carried in stock, 
and contact with merchants in every 
part of the country will be maintained 
not only through business paper adver- 
tising but also by resident salesmen 
covering the 48 states. 

Mr. Block, who is well known from 
coast to coast and who has been respon- 
sible for the success of many shoe pro- 
motions in past years, will have two of 
his children associated with him in 
this new firm—a son, Herbert Block, 
and a daughter, Barbara Block. 


Expand Production Facilities 


AKRON, OHIO—Expansion of produc- 
tion facilities has brought the output 
of Goodyear rubber and neolite soles 
and heels up to 400,000 pairs daily, 
Harry L. Post, manager of the Shoe 
Products Division of the Goodyear Tire 
& Rubber Company, announced recently. 

The doubling of manufacturing 
pacity at Goodyear’s Gadsden, Alabama, 
plant, and new installations at St 
Marys, Ohio, and Los Angeles, Calif., 
have added materially to the volume of 
shoe products put out by the company’s 
original sole and heel factory at Wind- 
sor, Vermont, Mr. Post said. 
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Wecordiallyinvite 
you to visit 


Room 348 


Hotel Benjamin Franklin 
Philadelphia—Jan. 19, 20, 2! 


M.A.S.R.A. Show 
* 


in attendance 
MR. HOWARD E. COLLIFLOWER 
MR. CHARLES H. BROWN 
MR. FRANK P. McSHANE 


The 
PILOT SHOE CO. 


31 Hopkins Place 
Baltimore 1, Md. 


Honest-made since 1899 
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X-RAY SHOE FITTERS 
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PRIMEX .w.... 


most imitated shoe fitter. 
Our circular tells you why 
a a."s .« 


PRIMEX EQUIPMENT . 
135 Se. inom en - all ae 























New Fitting Chair for Children 

Kansas Crry, Mo.—A shoe fitting 
chair for the very young has been re- 
cently brought on the market by Co- 
burn Products Co. of this city. The 


chair is made of satin finish aluminum 
alloy for light weight. In addition to 
Manufacturers expect 
 eluee a similar chair for children 

early school age, in the near future. 


this chair, the 


Jonuary |, 1947 


What’s New 


Rocking Horses for 
Young Trade 


Colorful rocking horses are 
offered by Lederer Industries to shoe 
retailers who cater 








The carousel 
with the 
mothers welcome the relief of a short, 
safe ride for the children to interrupt 

a shoe-shopping expedition. 
The horses stand 5 feet high, on a 
non-tipping base 6 feet long and 2 feet 


atmosphere is 
youngsters and 


trade. 
popular 


wide. Thev are made of wood, hand- 
carved and brightly colored, with real- 
istic fittings and trappings. 





Transparent Plastic Slippers 


Boudoir slippers have been fashioned 
of Plexiglas, transparent plastic. The 
plastic has been curved under heat 
and pressure to conform to the foot, 





while heel and sole are finished in 
leather. A fabric strap, concealed in 
marabou, holds the shoe in place. 

These slippers are manufactured by 
the Ihle Manufacturing Company, 
Glendale, Cal. 


Waterproofing Compound 


A new chemical compound developed 
for wartime use at the request of the 
Army Quartermaster Corps is now be- 
ing made available for civilian use. 
Called “Dewatex,” this new compound 
waterproofs leather. 





now 


to the juvenile 





wo Dy 


ee 6 


MOCCASINS 








~~ 


WOMEN’S MOCCASINS 


High grade smooth 
elk uppers, brown 
orthopedic rubber 
soles. 









immediate 

Delivery 

M widths $2.50 
Sizes 4 to ® net 


Brown—7100, White—710!, Brown and White—71/02 


Sample Pairs glodly sent on request 


KRISCHER, ROGERS & FISCHER 
20 No. 4th St. Phila. 6, Pe. 
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SADDLE OXFORDS 
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WOMEN’S SADDLE OXFORDS 


Brown and White smooth 
elk, rubber soles, Good- 
year stitched, gen- 
uine leather 
quorter tinin 
and heel —— 4 








$3.00 net 
immediate Delivery 


Sizes 4 to 9, M and C widths. Semple pairs 
gladly sent on request. 


KRISCHER, ROGERS & FISCHER 
20 No. 4th St. Phila. 6, Pa. 











Dewatex, tests have shown, lengthens 
the life of shoes on both the inside and 
the outside by checking the normal 
accumulation of perspiration rot, while 
permitting the leather “breathing” es- 
sential to comfort and health. It is 
manufactured by the S & S Chemical 
Company, Newark 5, N. J. 





New Seamless Nylon Hose 


New YorK—A new style seam-free 
nylon stocking with gusset heel and toe 
has been developed by Scott & Williams, 
Inc., hosiery machine manufacturers. 
Over seventy hosiery manufacturers 
are now marketing these stockings. 

In addition to the specially designed 
gussets which are located at points of 
strain and assure good fit, the grada- 
tion of stitches occurring between the 
calf and ankle of the stocking conform 
with usual leg proportions so that the 
stocking fits the leg. 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED _ 











SALESMEN!!! 


Aggressive wholesale concern desires experienced men to sell 
fast moving line of women’s novelty, casual and play shoes. 
For retail at popular prices. Full time selling required. Com- 
mission basis only. Earnings can be very substantial. Follow- 
ing territory available. Oklahoma-Kansas; Tennessee-Ken- 
tucky; Georgia-Florida; Alabama-Mississippi; lowa-Nebraska: 
North and South Dakota; Minnesota-Wisconsin; Ohio-Indi- 
ana; Pennsylvania; New York State; Oregon-Washington. 
Write giving full details on age and experience. 


Address 467, care BOOT & SHOE RECORDER, 10 High Street, Boston 10, Massachusetts 








SALESMEN WANTED 


By Leading Midwest Wholesaler; Gen- 
eral Line, consisting of Men's and Boys’ 
Dress and Work Shoes; Children's Shoes; 
Women's Novelties and Casuals; Rubber 
and Tennis Footwear and House Slippers. 
Territories include: Colorado, Minnesota, 
Alabama, Georgia, the Virginias, the 
Carolinas, Illinois, Indiana, Michigan, 
Pennsylvania, New York and Kentucky. 
Commission and drawing account to 
hard workers with following. This is an 
unusual opportunity. 


Address 480 care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








WANTED 


Salesmen who are carrying reputable Lines, 
to handle Sidline of Nationally advertised 
Ladies’ Casual Shoes and Men’s Slippers and 
Sandals, $7.00 to $9.00 retailers; to cover 
areas in South, Middlewest, and Coast. 


Address 479, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








SALESMEN WANTED 


By Baltimore Wholesaler, to carry a Line of 
Women's Novelties, Casuals, Sports and Arch 
Shoes. Non-conflicting sideline permiited. 
State territory desired. Ali replies confiden- 
tial. 
Address 461 care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








MUTUAL SHOE CO., Inc. 


Desires experienced resident salesmen 
with established trade to handle fast 
line of Women’s Novelty Shoes at popu- 
lar prices in the following territories: 

OHIO AND WESTERN PENNSYLVANIA 

INDIANA AND KENTUCKY 

TEXAS AND ARIZONA 

MICHIGAN AND ILLINOIS 

WISCONSIN AND MINNESOTA 


Write giving full details of past and 
present connections. Side line men 
acceptable. 


MUTUAL SHOE COMPANY, Inc. 
145 Duane Street, New York City 











SALESMEN WANTED 


An outstanding, long established Whole- 
saler of Women's Arch Type Shoes has 
the following four territories open: 

Michigan and Ohio 

Florida and Southern area 

California 

Texas, New Mexico and Oklahoma 
The Michigan and Florida territories are 
already established. We also carry a 
full line of Sports, Spectators, Novelties 
and Casual Footwear. Must be expe- 
rienced and familiar with the territory. 
Commission basis. 


Address 476, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 
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SALESMEN WANTED 


Splendid opportunity for men with 
established trade to earn large com- 
missions selling a popular price line 
of Women’s all Leather Novelty 
Shoes. We carry a large stock and 
can make immediate delivery. All 
territories open except Southeastern 
States. Write, giving full details as 
to past experience. Sideline men 
acceptable. 


Address 447, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 
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SALESMEN WANTED | 


To sell nationally, known and ng. 

tionally advertised line of Infants, 

Childs, Misses and Growing Girls 

shoes, Sport shoes and casuals 

THIS IS A FACTORY. Only expe. 

rienced salesmen need apply. Age 

25 to 45. 

The following set-up available: 

(1) Washington. D. C., Delaware, 
Maryland. New Jersey, New 
York State. 

(2) Maine, Vermont. New Hamp- 

ire, Massachusetts, Connecti- 
cut, Rhode Island. 

(3) Texas, Oklahoma, Arkansas, 
Louisiana, New Mexico. 

(4) Illinois, Wisconsin, Missouri, 
lowa, Minnesota. 

(5) Colorado, Kansas, Nebraska, 
Wyoming. Montana. North Da- 
kota, South Dakota. 

This offers an outstanding oppor- 

tunity for aggressive young men 

who are not afraid of work. 

Write, stating past experiences and 

qualifications. Enclose recent photo 

if possible. 


SALES MANAGER 


5 Del Lin Drive. Room 300 
University City. St. Louis, Mo. 











SALESMEN TO REFRESENT LINE of 
Growing Girls Goodyear Welt Sport Types 
Strictly commission basis. Address: Box 
#B-410, care of Boot and Shoe Recorder, 10 
High Street, Boston 10, Mass. 


EXPERIENCED SALESMEN 


Exceptional opportunity for a select few 
high grade salesmen to represent large 
New England factory on strictly com- 
mission basis. Must have car and ac 
quaintance of department stores, volume 
chains and better retail stores. Our prod- 
ucts consist of high and low heel Cali- 
fornia casuals and high styled novelty 
Compo shoes and casuals to retail from 
$5.50 to $7.95. Prefer salesmen residing 
in following territories: Atlanta, Georgia; 
Dallas, Texas: Chicago, Illinois; Cin- 
cinnati, Ohio; Los Angeles, California; 
Little Rock, Arkansas; St. Louis, Mis 
souri. Give full details. All replies will 
be treated confidentially. 


Address 466, care BOOT & SHOE RECORDER 
10 High Street, Boston 10, Massachusetts 




















CLASSIFIED ADVERTISING RATES 


The rate for undisplayed classified advertising is 10 cents a word under 
for each insertion. When a box number is desired, addressed to any of our offices, 12 words must be added for this and cha 
at the word rate. If advertiser’s own name and address is used, count each word (street number is one word) at w 

Classified advertising is payable in advance. Send ts are opened for 


advertising except for reguiar advertisers on contract. 


The rate for all displayed or boxed in classified advertisements is $7.00 an inch with a maximum of 46 words per inch. 
= Advertisements for this page must be in our New York Office 10 days preceding publication date 





any of our classified headings. Minimum rate is $1.80 


check er money order with your copy. No 


ord rate. 
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EXPERIENCED SALESMEN 
igh-grade connections in the shoe 
= <4 tandle beautiful sideline fine 
Men's and Ladies’ Leather Slippers. 
ALL TERRITORIES ae 

Salesmen having their own offices pre- 
ferred, scpeaially in New York. 

address 389, care BOOT & SHOE RECORDER 





100 East 42nd Street, New York 17, N. Y. 








EADING MIDWEST WHOLESALER’S 7 


Line of Casuals, Sport Shoes, and Slippers— 
Popular Priced—S % n—e ac 
counts throughout desirable territories open. Ad- 
vise in detail references and States you cover. 
Address care Boot & Shoe Recorder, 209 So. 
State Street, Chicago 4, Ill. 








SALESMEN WANTED 


Manufacturer of high grade, na- 
tionally advertised general line of 
Sandals desires to expand sales cr- 
ganization. Territories to be cov- 
ered out of Cleveland, Ohio; Chi- 
cago, Illinois, and New York, N. Y. 
are. available.. Only. experienced 
salesmen acquainted with better re- 
tailers will be considered. 


Address 450, care BOOT & SHOE RECORDER 
1221 Locust Street, St. Louis, Mo. 











SALESMEN—SIDE LINE OR FULL TIME, 

Introduce big selling Airstep Pads (shoe com- 
fort ) to retailers. Liberal commission. 
AIRSTEP PAD COMPANY, 509 Fifth Ave- 
nue, New York City. 





§ HOE SALESMAN for Rhode Island, Con- 

necticut, Virginia, New York State, Penn- 
sylvania, Ohio, Indiana, Tennessee, Kentucky. 
Complete Line of Women’s NOVELTIES, 
SPORTS, ARCHES, EVENING SHOES. 
Main line or side line. References requested. 
Write or call at BENJAMIN WALK & CO., 
205 Essex Street, Boston, Massachusetts, 





MEN’S DRESS SHOES 


Salesmen wanted on commission basis to 
carry Line of Popular Price Men's Goodyear 
Welt Dress Shoes for immediate delivery. All 
States open, except Louisiana and New York. 
State age, experience, and references. Address: 


ACME SHOE COMPANY 
68 Lincoln Street 


1 Boston, Mass. 








EXPERIENCED SALESMAN 


full time; residing in or near New 
York City; Calling on Chain, Mail 
Order and volume accounts in New 
York, Philadelphia, Baltimore, Wash- 
ington, Ohio and Chicago, for a manu- 
facturer of Men’s, Boys’, Women’s and 
Children’s House Slippers and Casu- 
als. Drawing against commission 
Pull Particulars in first letter for 
appointment. 
Address 452, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











Buy Savings Bonds 
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EXPERIENCED SALESMEN 


Wanted by Well Established Wholesale Firm 
handling complete line of Felts and Fancy 
Slippers, Play Shoes, Sandals, Children's 
Shoes, and Rubber Footwear; Straight com- 
mission. May be carried as a side line 
Many territories available. 
SCHWARTZ FOOTWEAR CO. 

419 No. Water Street, Milwaukee 2, Wis. 











S ALESMEN WANTED to handle side line of 

quality calf, lizard, and snake handbags for 
high grade Women’s Shoe Stores. State ref- 
erences, territories covered, lines presently hand- 
ling. Address #431, care Boot & Shoe Recorder, 
209 So. State Street, Chicago 4, Ill. 





LONG ESTABLISHED AND WELI 

KNOWN NEW YORK DISTRIBUTORS 
of Men’s and Women’s Medium Priced Shoes, 
has the following territories open for experi- 
enced salesmen: New York State (omitting 
Hudson River Towns), plus New England 
States. Western Pennsylvania and West Vir- 
ginia. Virginia, North and South Carolina; 
Also Midwestern and Southern States. Please 
give detailed information. Address #470, care 
Boot & Shoe Recorder, 100 East 42nd Street. 
New York 17, N. Y. 





POPULAR, FAST-SELLING LINE OF 

MODERN PLEXIGLAS AND LUCITE 
DISPLAY FIXTURES; nationally advertised 
(See our advertisement on Page 118 of this 
issue). Full time or side line; liberal drawings 
against commission. No samples necessary. 
Work from catalog illustrating 60 items. Give 
full particulars, including references. Replies 
confidential. ROGER KENT COMPANY, 211 
North Seventh Street, St. Louis, Mo. 





XPERIENCED SHOE SALESMAN for 

Eastern Pennsylvania, to carry complete 
line of Infants’, Child’s, Misses’, Growing 
Girls’, and Boys’ Shoes of large Eastern Whole- 
saler. Over 50 established accounts in this 
territory. Please state all particulars in first 
letter. Address #460, care Boot & Shoe 
zeneeees, 100 East 42nd Street, New York 17, 





ALESMEN WANTED TO CARRY AS 

SIDELINE A Complete Line of Infants’ 
and Children’s High Grade Prewelts and Stitch- 
downs. All territories open. Commission basis. 
Excellent set-up for men with proven ability. 
Address #462, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





ANTED: EXPERIENCED SALESMEN 

for well known Boston distributor to sell a 
fast line of Women’s Novelty Footwear, Casals 
and Sports, also Children’s Dress Shoes. In 
stock for at once delivery. Excellent commission 
earnings. States open: California, Washington, 
Oregon, Utah, Nebraska, Idaho, Colorado. Okla- 
homa, Nevada, North Dakota, South Dakota, 
Kansas, Missouri, Minnesota, Wisconsin. Mich 
igan, Illinois, Indiana, Ohio, Kentucky, Ala- 
bama, Georgia, Florida, Louisiana. Write: Box 
#464, care of Boot & Shoe Recorder, 10 High 
Street, Boston 10, Mass. 





ALESMEN WANTED FOR SOUTH AND 

WEST to sell hich grade T eather and Fabric 
Slippers and Evening Sandals for an old 
established house on a commission hasis. Must 
have good followine. State qualifications in 
letter. Address #468, care Boot & Shoe 
Recorder. 100 East 42nd Street, New York 
17. N. Y. 





SALESMEN WANTED: One now traveling 

Missouri, Nebraska. Kansas: Salesman cover- 
ing South Carolina. a'so Texas, to carrv popu 
lar priced Line of Women’s and Children’s 
Sport Shoes; may be carried with non-conflicting 
Line. Good opportunity for rieht nartv. Ad 
dress #471. care Root & Shoe Recorder, 100 
East 42nd Street, New York 17. N. Y. 





SALESMEN WANTED FOR ALL TERRI- 

TORIES to carry side-line of In-Stock Welts 
that retail from $6.50 to $7.00. Commission 
basis. Address #473, care Boot & ‘Shoe 
ao 100 East 42nd Street, New York 17, 





SALESMEN WANTED 


SALES OPPORTUNITY: Manufacturer of 
Men's high grade California constructed line 
of Mules, Operas and Sandals, in outstanding 
patterns, has territories open for experienced 
salesmen. State in detail experience, territory 
covered and reference. Address #451, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 
EXPERIENCED SIDE LINE SALESMEN, 
with following, to handle a full line of 
Growing Girls’ Welts and Infants’ Pre-Welts; 
all territories open. Address #454,. care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 
ANUFACTURER OF QUALITY PRE 
WELTS desires established salesmen on com- 
mission basis. Pocket sample. Give full details 
about yourself and present line carried. Must 
cover small and large towns; state how often 
Territories open: Illinois, Texas, Wisconsin, 
Minnesota, North and South Carolina. Address 
#477, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y 











ALESMEN TO CARRY SIDELINE OF 

MEN’S AND BOYS’ good grade of dress 
shoes; also a complete line of Moccasins and 
Slippers of a good grade; salesmen with estab- 
lished trade. Territories open—New York, New 
Jersey, Maryland and Pennsylvania States. 
North Eastern States, and other territories open. 
5% Commission basis. References necessary 
Address #481, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y 





ALESMEN, WITH FOLLOWING AMONG 

CHAINS, JOBBERS, RETAILERS AND 
MANUFACTURERS to carry as side line, es- 
tablished Manufacturer’s Line of Fabric and 
Leather Bows in popular priced field. Good ter- 
ritories open; liberal commission basis. Please 
give details. Address #482, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17. 
Ge 





SIDE LINE SALESMAN WTD. 








SIDELINE SALESMEN WANTED 


By manufacturer of Infants’ Pre-Welt 
Shoes, in-Stock proposition, selling to 
retail trade. West, Middle West, and 
Southern territories open. Commission 
Address 437, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











GENEROUS COMMISSIONS ON ROLLA 
FOOT EXERCISERS for Sideline Sales 
men; choice territories still open. FOOT 
CHOICE SHOES, INC., 105 Maple Street, 
Marietta, Ohio. 


NEW YORK JOBBER 


GOOD SALES ORGANIZATION, 
large offices and plenty of 
STORAGE SPACE 
seeks Manufacturers’ Lines 
MEN'S, WOMEN'S AND 
CHILDREN'S SHOES 


Address 455, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 














S!DELINE SALESMAN FOR DIRECT FAC 
TORY DISTRIBUTOR. Well known line 
of tennis and rubber footwear: South Carolina, 
Mississippi, Alabama, Indiana. Address #474, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 


HOE ORNAMENTS SALESMEN, Sideline; 

15% Commission. State territories covered. 
Write all particulars. Address #339, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. ¥ 











Buy Savings Bonds 
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HELP WANTED 





FOR SALE 


WANTED TO PURCHASE 











SUPERVISOR WANTED 


By Manufacturer of Men’s High 
Grade Shoes, to travel extensively 
among owned retail stores audit- 
ing, supervising and merchandis- 
ing. Only applicants between the 
ages of 35 to 50 with broad re- 
tail background and experience 
need apply. In applying furnish 
full and complete information 
as outlined above. 


Address 457, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











ANTED: BOOT MAKERS, ANY AGE, 

for work in small shop. Pleasant work and 
good wages. Write or phone, collect, Wilming- 
ton 2-8557 or Wilmington 4-7149. Ask for 
Charlie. C. L. SIMPSON, 710 West 9th Street, 
Wilmington 18, Del. 





MANAGER 


MODERN RETAIL LADIES’ 
SHOE CHAIN STORE 
Located In Detroit, Michigan 


Excellent Salary and Bonus Ar- 
rangement. Only Experienced Re- 
tail Shoe Store Managers should 
apply in confidence to 


Box 487, Suite 1800 
Times Tower, N. Y. 18, N. Y. 














LINE WANTED 








LINE WANTED 
MANUFACTURER'S REPRESENTATIVE 
with following one better Retail And De- 
partment Stores in the Midwest and South- 
west desires quality Line. Can furnish good 

references. At present employed. 


Address 465, care BOOT & SHOE RECORDER 
100 East 42n¢@ Street, New York 17, N. Y. 











W HOLESALER SPECIALIZING IN CHIL- 

DREN’S FOOTWEAR seeking Manufac- 
turer’s Line of Children’s Welts. We carry 
over 1000 accounts. Address #449, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York, N. Y¥ 





OUNG VETERAN, COLLEGE GRAD, wide 

2xperience better grade retail shoes, desires 
to represent manufacturer in New England. 
Alert, Aggressive; furnish finest references. Ad- 
dress #459, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





FOR SALE 


FoR SALE: FAMILY SHOE STORE, good 

stock; Illinois town; also complete Men’s 
Clothing, Fixtures. Address: Box #448, care 
of Boot and Shoe Recorder, 209 South State 
Street, Chicago, Ill. 








FAMILY SHOE STORE, IN TOWN OF 

12,000 population in North Eastern New 
Mexico; Good lease; Stock $20,000; Sales over 
$65,000 in 1946. Will sell $10,000 over inven- 
tory. Address #472, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 
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Lov ELY SHOE SALON NEAR LOS AN- 

GELES recently remodeled, 15 x 90; 5 
year lease; $250 rent; $18,000 cash. Completely 
furnished, including remodeling and fixtures. 
Everything new, modern, very unusual and 
unique. Present stock optional. Address #453, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 








Le 











FOR SALE | 


700,000 PAIRS | 
40" WORK SHOE LACES 
WAXED—HEAVY—PACKED BULK 
PRICE . ..2¢ a pr. 
2000 GROSS 
27" BLACK & BROWN 
MERCERIZED SHOE LACES 
PAIRED & BOXED 
PRICE ..........$1.30 Per Gross Laces 


MEYER A. GOETZ 


275 Canal St. N.Y. CA 6-5643 











For SALE: INDUSTRIAL BUILDING, 
BROOKVILLE, INDIANA—3 story, heavily 
constructed, each floor, 10,449 square feet, heavy 
duty elevator, truck loading level all floors, 
railroad switchtrack. Ideal for clothing and 
shoe manufacturing. The Fifth Third Union 
Trust Company, D. E. Lutz, Real Estate De- 
partment, Cincinnati, Ohio. 


OR SALE: Small Chain, ‘Five Popular 

Price Family Shoe Stores. 1946 Sales 
$300,000. Annual rental $11,000. 
#478, care Boot & Shoe Recorder, 
42nd Street, New York 17, N. Y. 











Address 
100 East 





POSITION WANTED 








EX-G.1., AGE 30, with Twelve 
years’ Family Shoe Store experi- 
ence, over $100,000 gross. Reached 
dead end, must change for future. 


Address 456, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








MANAGER 
VETERAN, mentally settled, wishes to assist pro- 
prietor of dent quality shoe 





store in growing community north central states. 
Eventual partnership or ownership goal of primary 
interest. Excellent background and affiliations. 
Address 468, care BOOT & SHOE RECORDER 
209 South State Street, Chicago, lilinois 














WANTED TO PURCHASE 


WILL PAY CASH FOR SMALL FAMILY 

SHOE STORE IN THE CAROLINAS 
Address #459, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 








SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 
95 Reade St. New York 13. N.Y. 


—_ 





WE BUY 
SURPLUS AND COMPLETE Stocks 
OF BETTER GRADE SHOES 
FOR CASH 


SHORT LEASES ASSUMED 


YOUR NAMB AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs” 
89 READE STREET 
New York City 
Phone BARCLAY 17-7887 




























MY HOBBY 
Buying, Selling Shoes for 35 years, 
CASH TOP PRICES 
Discontinued stocks 
HARRY HESS 


76 Reade we or York 7, WN. Y, 











WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 


2S Ge oe ee 
FOR CASH 


BROITMAN-GAFFIN SHOES, INC. 
147 Duane Street, New York 7, N. Y. 
Telephone: Worth 2-464 











BARIS BUYS 


Quality Shoes for Men, 
Wemen and Children 


FOR CASH. 
BARIS SHOE Co. lnc. 


WoOrth 2-5180- 
79-81 Reade St. New York ?, &. ¥. 














GET TOP h. ALUE 
In Selling 
* SURPLUS “STOCKS or 
* COMPLETE STORE 
CAMITTA SHOE . 


128 No. 4th St. 
Te 





CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 

LEASES ASSUMED 


SHORT 
B. SABIN 
98 DUANE ST. NEW YORK 7, & Y. 


Telephone WOrth 2-2515 














BUSINESS OPPORTUNITY 





AGER, PRODUCER 
STYLIST, SALES MAN moDUes 


vestment in going factory m 
Women’s Style or Staple 
eight to twelve dollars. 











FOREMOST SHOE SUYERS SINCE 
COrtiandt 7.48789 









Boot & Shoe Recorder, 
New York 17, N. Y. 












excellent reputation, will make 


making better grade 
Shoes, retailing from 
Address #463, care 
100 East 42nd Street. 









Boot and Shoe Recorder 
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WANTED TO PURCHASE 


WANTED TO PURCHASE 


MERCHANTS’ NEEDS 








1215 Weshington Aveaue—St. Louis, Me. 





[TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 


Convert inate cash—eany quantity 
YOUR MAME PROTECTED ... WRITE — WIRE OR PHONE 
RELIABLE SPECIALISTS IN FINE SHOES FOR 15 YEARS 


M. K. WEIL SHOE CO. 


Centre! 4898 














—— 


BUSINESS OPPORTUNITY | 








ATTENTION MANUFACTURERS! 


Available to Manufacturers—ex- 
dusive designs of Women’s High | 
Grade Footwear by well known | | 
Viennese designer. No two de- 
signs alike. They can be seen at: 
PRINCETON SHOE CO. 


112 West Broadway 
New York 13, N. Y. 

















Reorganize Export 
Department 


New York.—With the resumption of 
foreign trade, Acme Backing Corpora- 
tion has reorganized its export depart- 
ment under the management of Walter 
Burger, export manager. Agencies 
have been established in thirty-six coun- 
tries throughout the world. 

Both “Acmetex” quarter linings and 
Acme’s other trademarked products are 
well known in the export field, and the 
volume of material being shipped is 
constantly being increased. At the 
same time the organization and estab- 
lishment of agencies is still being ex- 
panded. 





Eastern Division Scholl 
Convention Held 


New Yorxk.—The annual convention 
of shoe and drug salesmen and man- 
agers of the Eastern Division of the 
Scholl Manufacturing Company was 
held here recently in the Hotel New 
Yorker to diseuss sales and advertis- 
ing plans for 1947. 

During the week, speakers were B. J. 
artung, vice-president of the com- 
pany; J. A. Wagner, advertising man- 
ager of the Chicago office; and A. B. 
Churehill, associated with the Donahoe 
& Coe, advertising agency of New York. 
Mr. Hartung spoke on the eastern ex- 
“Wy of the company’s shoe stores. 
- A. Schanno, eastern manager of 
Scholl Manufacturing Company, pre- 
f over the shoe division of the con- 
vention, and J. C. Kelnberger over the 
division. 


Jonuary 1, 1947, 


Represents Ohio Firm 


MIAMI, FLa.—Herbert Oster of this 
city, recently severed his connection 
with the Desco Shoe Corporation, New 





HERBERT OSTER 


York City, and now represents the Al- 
lied and Acme Shoe Co., Cleveland, 
Ohio, in Florida, Georgia and South 
Carolina. 


Artistic Calendar Published 
By Leather Company 


Boston, Mass. — “Historical New 
England” is the title of an unusual and 
highly artistic calendar published re- 
cently for 1947 by the A. C. Lawrence 
Leather Company of Peabody, Mass. 

In outer appearance, a spiral bound 
book with a cover of dove gray and rich 
brown, the book may be opened and 
hung by a white cord whereupon it re- 
veals two panels—the upper an excel- 
lent reproduction of a historical New 
England scene; the lower, the calendar 
for the month. At the end of each 
month, the lower panel is lifted, fixed in 
place by a fold on the edge of the cover 
page, and a second two-panel ensemble 
is seen. 

Reproduced from photographs by 
Samuel Chamberlain, subjects include 
Boston Common in Midwinter, the Tap- 
pan House in Old Newbury, Mass., the 
Parsons Capan House in Topsfield, 
Mass., Fisherman’s Haven, Ipswich, 
Mass., and several others. 





Announce Profit Increases 


The General Shoe Corporation and 
the Brown Shoe Company have recently 





Fischer Self Adjusting Bunica 
Protector 


Ask Your Shoe Findings 
Jobber 


Est. over 40 years 
THE FISCHER MFG. CO. 
Milwaukee {!, Wis. 








Hats AND Ydeas 





FOR YOUR 


NEWSPAPER ADVERTISING 





—If you advertise in newspapers 
write today for free samples of 





1. Sterling Shoe Mat Service 
A quarterly matrix service of carefully 
written copy, photographs and beauti- 
ful art work for direct mall and news- 
paper advertising. 


2. Vincent Edwards Idea Clip- 
ping Service 
Actual newspaper tear sheets of ads 
of shoe stores; you select the exact 
stores and cities you want fo see or 
leave the selection to our advertising 
stoff. 


VINCENT EDWARDS & CO. 


World's largest advertising service 
orgonization 
342 Madison Avenue, New York City 

















reported substantially increased net 
profits for the fiscal year ended October 
31, in a statement to stockholders. 

The net profit of the General Shoe 
Corporation was $2,755,372, with pro- 
visions of $2,207,123 for taxes and $8,- 
200,476 for selling, general and admin- 
istrative expenses and bad debts, as 
compared with net profits for the pre- 
ceding year of $1,110,749 after deduct- 
ing $3,174,200 for taxes and $5,619,102 
for expenses and bad debts. 

W. M. Jarman, president, explained 
in the statement that decontrol had 
considerably relieved the supply situa- 
tion and forecasted higher prices for 
raw materials for 1947. 

The Brown Shoe Company, Inc., an- 
nounced a net profit of $2,513,889 for 
the current fiscal year, with a provision 
of $550,000 for contingencies, as com- 
pared with net profits of $791,270 in 
the preceding year, when $450,000 was 
provided for contingencies. Net sales 
for 1946 totaled $54,966,265. 

John A. Bush, president, said in the 
statement: “Civilian shoe production, 
17,400,000 pairs, was the greatest in 
our history, and practically offset the 
large military production of the pre- 
vious year.” 
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‘YI Wishes Come 
tue | 
WL Allen Edmonds’ unique STOCK 


PLAN oc o Cuts inventory, mul- 


tiplies turn-over, pyramids profits 


Only Allen Edmonds’ U-Turn 
Flexibility 


Allen Edmonds’ own Nailess 


Osteo-path-ik Construction 


Consistent national advertising— 
year ‘round in ESQUIRE, sea- 
sonally in TIME, NEWSWEEK, 

HOLIDAY 


Advertising Aids — cooperative 
advertising, mat service, display 


material, booklets, etc. 


* Before long we will be able to accept a 


few new accounts—we welcome inquiries. 


Glin kdmoneds 


THE SHOE OF TOMORROW 
Allen Edmonds Belgium, Wisconsin 


Boot and Shoe Recorder 
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“Look—they have KIWI again!” 


“Yes ma‘am. And we're mighty glad to have even a few tins of 
this fine-quality polish. Many of our customers just won't accept 
any other brand.” 


“Like me, for instance. I guess I've tried them all, but I've never 
found another shoe polish that gives such a long-lasting shine 
with so little rubbing!” 

“That's because KIW] is so rich in expensive oils and waxes. They 


penetrate right down into the pores of the leather and keep it soft 
and supple. It makes little nicks and scratches disappear, too.” 







“] know you carry only the finest. That's why this is our family’s 
tavorite shoe store!” 


KIWI DARK TAN 


LIGHT TAN - MAHOGANY - OX BLOOD 
The ORIGINAL English STAIN shoe polishes 


Also KIWI BLACK + Brown + Tan + Transparent (Neutral) 














Non-stain shoe polishes Sole U. S. Distributor 
= 
LYONS & CO. 


120 Duane Street 
New York 7, N. Y. 
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Style No. 4205 
Etonic Spartan Last 


Style Dus 7 Festa ne 


What do the 7 coordinated “Etonic Right 
and Left better shoemaking features” enable 
you to offer, that will really help you sell 
healthy men with normal feet — whose only in- 
terest in shoes is smartly styled comfort? 
Etonics give you skilled youthful styling 
with more comfort than comparable styling in 
conventional construction . . . they retain their 


styled shape through Jong wear... they are 


not corrective shoes in any sense but they 
are excellent preventive insurance for healthy 
normal feet. And outstanding stores Coast to 
Coast know that Etonics have an unusually 
strong record of repeat sales. 


ETONIC ARCH 
hoes for 


MADE AT BROCKTON, MASSACHUSETYS BY CHARLES A. EATON . FINE BOOTMAKERS SINCE 


132 Boot and Shoe Ree 
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MADE AT BROCKTON, MASSACHUSETTS BY CHARLES A. EATON .~ FINE BOOTMAKERS SINCE 1876 
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Style No. 4205 
Etonic Spartan Last 


Syle Dus 1 Feat oe 


What do the 7 coordinated “Etonic Right 
and Left better shoemaking features” enable 
you to offer, that will really help you sell 
healthy men with normal feet — whose only in- 
terest in shoes is smartly styled comfort? 
Etonics give you skilled youthful styling 
with more comfort than comparable styling in 
conventional construction . . . they retain their 
styled shape through long wear... they are 


not corrective shoes in any sense but they 
are excellent preventive insurance for healthy 
normal feet. And outstanding stores Coast to 
Coast know that Etonics have an unusually 
strong record of repeat sales. 
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Boot and Shoe Recorder 














always the highlight. . 
in the early Spring sight — <3 
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BE 4t WONT 
24.95 


SHANLEY 
22.95 


Sacchel 
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Fine Desi 
Tf ine esigners love to work 


with COLONIAL PATENT 


and leading manufacturers like to have them, because Colonial Patent sells shoes. 


You wouldn't see it featured in so many retail advertisements if it didn’t! 


COLONIAL TANNING COMPANY ~~ Boston 11, Massachusetts 
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